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ONLY THE BEST WHEAT FOR BIG JO 


oO NCE purchased in wagonloads from neigh- 
boring farmers, wheat for the milling of BIG JO 
FLOUR is now chosen from millions of bushels 
reaching the Minneapolis market. Big Jo’s expert 
buyers examine samples each day and select only 
the best spring wheat, ever mindful that only the 
best is good enough for Big Jo Flour. At the rate 
of 1,500 barrels a day Big Jo can be supplied to 
dealers and customers and, from the first sack to 
the last, it is “Best in the World.” 


WABASHA ROLLER MILL COMPANY 


WABASHA, MINNESOTA . . . U.S. 
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View of Molasses Feed Mixer Showing Controls 
and Measuring Device. 


View Showing Dry Feed Mixer, Bagger, Attrition Mill, Feeder, 


Scalper and Magnetic Separator. 


INTERNATIONAL ELEVATOR COMPANY, Perham, Minn. 


No expense was spared when building this plant. 
It is equipped for both Wholesale and Retail Stock 
Food Mixtures. 


Installed therein is all modern and up-to-the-minute 
equipment such as a 12,000 gallon bulk molasses tank 
fitted with Strong-Scott Pumps and facilities for serving 
molasses to the mixer as well as to a room for barreling 
molasses; a Strong-Scott Molasses Feed Mixer; Strong- 
Scott Dry Feed Mixer and other Strong-Scott equipment 
such as Feeder, Scalper and Magnetic Separator, Reels, 
Pneumatic Attrition Mill with blower system, Special 
Spouting and fittings, Transmission Machinery, Drives etc. 


Where efficiency, economy and dependability are built 


into a feed plant, you will find Strong-Scott equipment. 
Before you build or remodel get the facts about Strong- 
Scott equipment. Our Feed Mill Equipment Catalog will 
be sent upon request. 


Everything Jor Every Mill, Elevator 
and Feed Plant 


STRONG 


FRED H. CHASE, Representative Box 124, OSHKOSH, WIS. 
Telephone 8187 


Building by T. E. IBBERSON CO., Minneapolis, Minn. 
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ESTABLISHED 1892 


Calcium Carbonate 


for Feed Mixing 

Wheat @nan 
U.M.C. Calcium Carbonate 
comes from our Weeping ibaa 
Water, Nebraska deposit. — 
Pure white—Not off color— 
Over 98% Calcium Carbonate amabiatuns 
—Ground to your specifica 
tions. Submit your samples Oatfeed 


for prices. 


GRAIN AND STOCK EXCHANGE 


United Mineral Products 


Company MILWAUKEE 


Omaha, Nebraska 


The Best Holiday Wishes 


1, All our good friends now selling Arcady Feeds. 


2. All our yet to be good friends who will first buy Arcady 
Feeds in 1939. 


3. All our good friends in the Feed Trade-other than dealers. 
ARCADY FARMS MILLING CO. 
CHICAGO, ILLINOIS, 


P.S. If YOU are not in the above classes the best to YOU, 
ANYHOW !! | 


RKD. 
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Mixed feeds are no better than what’s in them. Each ingredient plays 
its important part in building a reputation for feeding results in all 
poultry and animal feed formulas. 


Use milk in your formulas, of course. Nothing excels it in natural food 
qualities. It is the outstanding source of digestible proteins, provides the 
necessary vitamin content for feed, helps keep the proper mineral bal- 
ance, and supplies important lactose. There is no more convenient and 
economical form in which these milk factors are available than dry skim 
milk. It is the complete milk product for feed—there is no substitute. 


Dry skim milk makes uniform feed manufacture more certain. Register 
your formulas with enough dry skim milk for real economy and don’t 
be misled by rash propaganda. Results for your customers result in in- 
creased sales for you. 


Write the Feed Service Department of the Institute for further informa- 
tion. | 


AMERICAN DRY MILK INSTITUTE, INC. 


DRAWER D, 221 N. LASALLE STREET, CHICAGO, ILL. 
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DAVID K, STEENBERGH, Managing Editor 
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When You Go, Stop for Your Feeds 
Schaaf’s, Slogan Says 


e Ideas Gathered to Help You Boost Business 


HEN you GO for Feeds, STOP at 

Schaaf’s! That is the catchy slo- 

gan which appears on the letter- 
head of Schaaf’s Feed Store of Des 
Moines, Ia. It is a three color illustra- 
tion with traffic lights being shown in red 
and green. Such a message will be seen 
and remembered when the rank-and-file 
of many feed advertisements is long for- 
gotten. Many concerns have built up na- 
tional distribution on products which are 
advertised quite largely by a suggestion 
or slogan. This “Stop and Go” idea of 
Schaaf’s strikes us as being head and 
shoulders above the average trade slogan 
—not excepting a great many slogans used 
by nationally-known concerns. 

* * * 

“We feature these nationally-known 
products” is the wording on a sign I saw 
recently in one dealer’s window. Grouped 
around the sign were advertised items reg- 
ularly stocked by the store. Such a sign 
is bound to stimulate confidence. 

* * * 

Speaking of window displays, here is the 
one I would rate as the best of 1938. My 
attention was attracted to it by the crowd 
which stood there in front of the store, 
examining the display with great interest. 
In this case too, a sign formed the cen- 
terpiece. It read, “Find Two Identical 
Pieces of Merchandise in this Window and 
Come in for a Free Gift.” With the others 
gathered in front of the store, I looked at 
every item. There must have been over 
100 items there, considering that various 
sized packages of even a single product 
were displayed. Several times, I was on 
the point of going in the store and an- 
nouncing myself as a potential prize win- 
ner. Closer examination always revealed 
that I had spotted two items that looked 
alike but were just a bit different in size. 
It was a display that had them all guess- 
ing. Feed dealers who feature patent rem- 
edies, pet foods, sprays and other pack- 
aged goods may find this idea one of the 
best they ever used. Of course, when 
some person does find the two identical 
products, one is removed from the win- 
low and later, a duplicate of some other 
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item in the display is placed there. Other- 
wise, person tells another.” 
* * 

As I roam around the country, I have 
noted that people are really interested in 
the roadside signs, placed in a series, with 
one big letter at the top, spelling out the 
name of the town just ahead. Quizzing 
friends and others, I find that a good 
share of the people do look at and read 
the signs. Among the progressive feed 
dealers who use such roadside signs is the 
Fairfield Feed Co., Fairfield, Ia. Such 
signs just naturally have an attraction for 
a good share of the traveling public— 
farmers going to town on shopping trips, 
as an example. 

* * * 

Certain manufacturers have put over 
the “dated” idea in pretty good shape and 
are making the general public conscious 
of the value of fresh merchandise. Out- 
standing, of course, has been one of the 
big coffee companies with national dis- 
tribution. Likewise, the manufacturers 
of films for cameras. The makers of lead- 
ing batteries for flashlights have also done 
a splendid job of merchandising along 
these lines. The “dated” idea has been 
adopted by George Schaaf, Schaaf’s feed 
store, previously mentioned. One of the 
tags used on feed bags carries this word- 
ing, “For Best Results, It Is Important 
That Your Feeds Be Freshly Ground and 
Freshly mixed. Schaaf’s 18% Laying 
Mash Is Always Fresh. Each Bag Is 
Dated To Assure Your Hens of Fresh 
Feed. Don’t Risk Feeding Stale or Ran- 
cid Feed. This Bag of Mash Was Mixed 
and Packed (date).” 


* * * 


Further emphasizing this importnat 
matter is this part of a sales letter from 
the Schaaf store: “Less than 24 hours 
old—when it reaches the salesroom—Less 
than 7 to 10 days old—when it is being 
fed. Without this speed, a laying mash 
or a starting mash loses effectiveness. Re- 
gardless of how good a mash may be when 
it is mixed, age soon robs it of its value. 


There is no known method of putting all 
the necessary vitamins back into stale 
feed. These facts mentioned above are 
now being emphasized by all recent ex- 
perimental work conducted the world over. 
THIS IS WHAT SCHAAF’S FEED 
STORE DID TO MEET THE SITUA- 
TION! First, we mixed a starting mash 
and laying mashes which produced results 
beyond the expectations of the poultry 
raiser—they found it better than we said 
it would be. Then, we insisted that our 
customers buy their feed often so their 
supply would always be freshly mixed and 
that only a small amount of cash would 
be invested at one time. Frequently, we 
mixed and delivered their feed just a few 
hours after it was ordered.” That is only 
part of the letter. I believe it is enough 
to indicate that George Schaaf is DOING 
THINGS to improve his service and to 
satisfy his customers. 
* * * 

At Knoxville, Ia., I saw this window 
display idea in use and then wondered 
why it hadn’t been used more commonly, 
being a “stopper.” This store has a nar- 
row back or floor in the window, extend- 
ing back from the plate glass about two 
feet. Naturally, this situation makes it 
a bit difficult to display goods. In spite 
of the situation, the dealer just piled mer- 
chandise in the window, right up against 
the glass. For instance, he placed a few 
sacks of flour there with the smaller sacks 
on top. With a brush and bit of whiting 
he drew a couple of brackets on the glass, 
just a bit higher than the top of the flour. 
Inside the brackets he listed prices of the 
flour. Occasionally, he drew arrows from 
the price to the merchandise. There 
wasn’t a single word painted on the glass 
—Jjust prices. Wording wasn’t necessary 
since the merchandise itself told the story 
of size, brand or condition. This store 
also had a good display of block salt on 
the sidewalk near the curb. 

* * * 

A feed dealer “stole the show” in his 
part of the county fair exhibit hall when 
he took his Neon feed sign from his store 
window and put it up in front of his 
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booth. It proved to be the very thing 
needed to attract attention to the feed 
exhibit. 

* * * 

A northern Iowa dealer says, “I have 
tried many things to sell laying mash and 
I have found that a few pounds in a paper 
bag, given as a ‘sample’ is just about the 
best way to clinch the business. At least, 
such a plan appeals to the farm woman 
who looks after flocks. In addition to 
being a good will builder, the idea usually 
brings in the order sooner or later.” And 
that, I claim, is the acid test of all busi- 
ness building plans! 


@ L. O. McNEILL has leased the But- 
terworth building, Swea City, Ia., and will 
operate a retail feed store. 


to any Poultry Supply Dealer who has never 
used it. I want every dealer to see for himself 
the excellent merits of KORUM when it is 
used with either laying hens, breeding birds 


or with baby chicks. 


@ 0. W. TRINDAL & SON, Loyal, 
Wis., have contracted for the installation 
of a new Strong-Scott attrition mill and 
Clipper cleaner and mixer. T. E. Ibber- 
son Co., Minneapolis, Minn., was award- 
ed the contract. 


@ ESKEL ANDERSON is constructing a 
new feed mill at Ortonville, Minn. Mr. 
Anderson operates the Lakeland hatchery. 


@ KIRKISH BROS & CO., Hancock, 
Mich., is adding to its chain of Copper 
Country establishments a modern whole- 
sale and retail feed store to be opened in 
the Lincoln Hall building. The quarters 
will be divided into a front section for 
display purposes and a rear section for 
the storage of stock. Emil Gazel has been 
appointed manager of the new store. 


NO—! AM NOT 
Santa Claus 


But | Am 


Willing to Give 


Here is the best way to test Korum when you receive 
your FREE bottle. Separate your flock of birds or 
brood of chicks into 2 groups. To ONE GROUP 
give Korum regularly for 10 days or longer. Then 
check the difference in the two groups, particularly 
for the following points. 


LAYING HENS 


Compare the two pens of layers and notice if there has been any 
difference in Egg Production—Body Weight—Mortality. 


BREEDERS 

When testing breeding birds compare the two pens for Hatchability 
—Fertility—Vigor—Egg Production—Body Weight—Mortality. 
BABY CHICKS 

Compare the two broods of chicks for Mortality—Weight—Feather- 
ing—General Condition. 


When you make any ONE of the tests outlined above I am sure 
you will realize the excellent merits of KORUM and also that you 


will be doing both yourself and your customers a favor by recom- 
mending KORUM to them. 


I. D. RUSSELL 


2461-B Harrison St. 


When writing 
for your FREE 
bottle, we ask 
that you use 
your own letter- 
head as this 
offer is made 


only for dealers. 


Kansas City, Mo. 


CHARLES VAN HORSSEN 


The stork went into a huddle with Santa 
Claus on the delivery of many new arri- 
vals in the feed industry who celebrated 
their birthdays in December. Three were 
real Christmas presents, while others were 
deposited in advance. 

On Christmas eve Mrs. Leary received 
a package labeled “Walter” who now op- 
erates the Leary Grain Co., Minneapolis. 
Dewey Lange, Virginia Carolina Chemical 
Co., East St. Louis, Ill., arrived Christ- 
mas day as a special gift for Mrs. Lange. 

The stork also had an editorial urge. 
Emil J. Blacky, associate editor of The 
Feed Bag, arrived December 5 and Har- 
vey Yantis, editor of Feedstuffs, was de- 
livered at the Yantis home jointly by the 
stork and Santa Claus on December 24. 

Others who combine their birthday with 
Christmas celebrations are Ernest H. Kie- 
ser, sales manager, Kasco Mills, Inc., Tole- 
do, Ohio December 9; Charles Van Hors- 
sen manager commercial feed department, 
Washburn Crosby Co., Minneapolis, De- 
cember 11; James Wilson III, Atlas Cord- 
age, Inc., Chicago, December 14; John 
Rhum, Jr., Rhum Phosphate & Chemical 
Co. Mt. Pleasant Tenn., December 20, 
and William F. Artus, manager Coopera- 
tive Farmers Produce Co., Marathon, 
Wis., December 19. 


@GARDEN PRODUCE Garden 
Grove, Ia., has purchased a building and 
will add a complete feed department to 
its present business. Clarence Comegys is 
manager. 


@ EQUITY ELEVATOR & TRADING 
CO., Wood Lake, Minn., has let contracts 
for the construction of a new feed mill 
building and equipment. Equipment to be 
installed includes a Strong-Scott attrition 
mill and one-ton mixer, a Jacobson corn 
grader and a Winona corn cutter. T. E. 
Ibberson Co., Minneapolis, Minn., are con- 
tractors. 
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Cash and Carry Merchandising 


Adapted to Your Feed Store 


e Here’s How to Operate on Streamlined Basis 


ASH and carry retailing is stream- 
lined merchandising. It is modern, 
up-to-date, “peppy.” 

Super-markets, drive-in markets, road- 
side stands are only a few of the most 
striking examples of its efficiency. The 
thrifty buyer wants to see what he buys. 
And the modern merchandiser in supply- 
ing this want caters to this desire. For in 
seeing, they many times purchase some- 
thing they had no idea of buying when 
they came. 

From the customer’s point of view the 
two cardinal principals of the cash and 
carry system are the appeal to thrift and 
the ease of purchase. Obviously, the store 
selling strictly for cash should be able to 
undersell the store which is compelled to 
anticipate a certain loss from bad debt 
charge acounts. This simple fact quickly 
disposes of the first customer viewpoint 
the appeal to thrift. 

The second, however, is slightly more 
involved. The large super, and to a lesser 
extent, the drive-in markets have gone to 
great length and have spent much time 
and effort in making it easy for their cus- 
tomers to buy. Orderly and attractive 
displays of merchandise, neatness and 
freshness of stock, perambulator carriages 
for the movement of the customer’s selec- 
tions to the checking counter are only a 
few of the modern designs to catch the 
eye of the customer and “bait” him to 
buy. 

Well, this, you say, may be all very 
true of the large grocery and chain store 
markets but what has it to do with my 
feed store? My customers can’t carry two 
or three 100-pound sacks of feed around 
on their backs while they gather together 
some smaller items. Of course not. But 
you can adapt the cash and carry system 
to your feed store just the same. Here’s 
how: 

Suppose we make our store ready for 
the cash and carry system first. Suppose, 
to begin with, we adopt the really basic 
and fundamental principal of “baiting” 
the customer. And, so that you will al- 
ways keep this in mind, don’t forget for 
one single moment during this discussion 
that that isn’t the real secret of modern, 
streamlined merchandising. 

In the first place we must arrange to 
show, or display, all items of merchandise 
we will have for sale. We will make these 
displays as attractive as possible, grouping 
all related items conveniently together. 
But we will not make the mistake of clut- 
tering up our displays by too many of each 
item. We will keep the most of our bulky 
stock in our warehouse room, or, if we 
haven’t such a room, we will keep it in 
the back of our store using the front for 
our displays. 

The arrangement of display merchandise 
is important. It should be sufficient, partic- 
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Manager, Orange County Grain & Milling Co. 
Cypress, California 


ularly the more bulky lines, for ordinary 
movements of trade. A little experience 
will soon prove to us which items move 
the most rapidly. As our display stock 
diminishes it will be immediately replaced 
with fresh new stock. The appearance 
of merchandise is most important, even in 
feed stores where more or less dust and 
dirt are to be expected. 

We will be careful to see to it that every 
item of our stock is priced. We will try 
to make it as easy as possible for the cus- 
tomer to complete his purchases. Hunting 
us or our clerk to ask prices is not only 
a needless waste of time but extremely 
aggravating to the customer. 

We will group all packaged feeds with 
the larger sizes of the same brands. For 
instance, we have four standard brands 
of laying mash which we have decided to 
stock. We will group the four brands 
side by side but each will be individually 
displayed. In each group we will display 
four or five 100-pound sacks, a half-dozen 
50-pound sacks, a number of 10’s and 
some 5’s, depending on our trade require- 
ments. Or we might put up these smaller 
sizes in packages to sell for 25 cents, 50 
cents and $1.00. The main point it that 
we will group related items together with 
the price and weight plainly marked on 
each. 

The same procedure will be followed 
throughout the store on all brands of feed 
stocked, mash, scratch feed, grains, etc. 
Only a few of the larger sizes, mainly the 
100-pound sacks will be on the display 
or sales floor; the bulk of our cash and 
carry business will probably be the small- 
er sizes anyway. Our larger accounts, 
buying more than 500 pounds of feed 
weekly, will doubtless continue to have 
their feed delivered or they may easily 
be supplied from our warehouse stocks. 

One surprising part about this system 
of displaying merchandise is how quickly 
we will discover the items in our stock 
that really move. Our stock is constantly 
before us and not hidden away in the dark 
recesses of some drawer or underneath the 
counter. How many times in the past we 
have gone to a drawer for some item only 
to be confronted by its empty void, and 
exclaim, “I could have sworn there were 
some ‘Pete Perkins Pills’ in there the last 
time I looked!” Well, we can’t say that 
when our stock is all in plain sight. When 
the “Pete Perkins Pill” pile is low we 
know it at once. And if “Your Uncle 
Dudley’s Healing Balm” don’t sell, you 
know that, too. And then it’s high time 
we stop cluttering up valuable space with 
something nobody else wants, except evi- 
dently ourselves when we bought it from 


that glib salesman with “such convincing 
arguments.” 

Well, so much for display, except let 
me say this once more, and I repeat it 
only because it is so important. Whether 
all of your stock moves rapidly or not 
and, of course, some of it will move much 
more rapidly than others, above all things 
keep all of your stock clean and fresh in 
appearance! 

Now let us consider price. We must, 
of course, learn to make our prices as low 
as possible consistent with sound business 
practices. This will largely depend on our 
turn-over, and our cost of doing business. 
The matter of price always has, always 
does, and always will continue to attract 
customers into any store. Particularly on 
staple items such as grains and mixed 
scratch feeds. The old adage, “You can’t 
expect something for nothing” is still ba- 
sically sound, and yet it is surprising how 
many people there are who are still trying 
to get “something for nothing.” Incident- 
ally, I recall the case of a man who drove 
20 miles to a cash and carry feed store to 
purchase five sacks of grain because he 
found he could save 10 cents on each 
sack; a total distance traveled of 40 miles 
to save 50 cents! Fantastic, but true! 
This man might—and I say might ad- 
visedly—have gone to a local store had 
there been a difference of only 5 cents a 
sack, but 10 cents was too much for his 
“thrifty” nature. 

It’s not so much what price one may 
have on his products, as it is how does 
this price compare with that of his com- 
petitor. And so, as I have said before, if 
one learns to split the nickels occasionally 
he has learned one of the basic funda- 
mentals of modern merchandising, that of 
making prices attractive to the buyer. 
$1.98 does not sound nearly as expensive 
as $2.00. Try saying it out loud to your- 
self and, without malice aforethought, be 
honest with yourself as to how it really 
does sound! 

And while on the subject of price we 
might as well go into the subject of cash 
and charge accounts. Many feed stores 
have long made a practice of penalizing 
charge accounts by adding 55 cents per 
100 pounds of feed when the purchase is 
to be charged, or by setting a charge ac- 
count price and deducting 5 cents per 100 
pounds for cash. It all amounts to the 
same thing, of course. At best it’s not 
a satisfactory way of doing business—any 
way you look at it. It’s old-fashioned, 
out-moded, obsolete. To begin with, credit 
has no place in any feed store; you're 
better off without any part of it, and I 
make this statement advisedly. 

Your cash customers—and they are 
really your best accounts—consciously or 
subconsciously resent credit being extend- 

(Continued on Page Twenty-eight ) 
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FARM SENSE 

“Johnny, if five sheep were 
in a field and one jumped out how many 
would be left?” 


Teacher: 


Johnny: “You might know arithmetic 
but you don’t know sheep. There would- 
n’t be any left.” 

VERY TECHNICAL 

Bank Clerk: “You forgot to dot the ‘i’ 
in your signature.” 

Feed Dealer: “Would you mind dotting 
it for me?” 

Bank Clerk: “I’m sorry, but it has to 
be in the same handwriting.” 


* * 


First Cannibal: “Is I late for’ dinnah?” 
Second Cannibal: “You is; everybody’s 
eaten.” 


TO YOU 


Because COTTON- 
SEED MEAL is al- 
ways available, at See 
reasonable prices— 
and makes friends 


for your feeds. 


IN THE MIXTURE 
Makes Easier Sales! 


KRACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


BOTH WAYS 
John: “I’ve had bad luck with both my 
wives.” 
Bill: “What seemed to be the trouble?” 
John: “The first eloped with another man 
and the second didn’t.” 


* * 
When the average man argues with a 
woman the final result usually is “he 
came, he saw, he concurred.” 


“TO YOUR 
CUSTOMER 


Because COTTON- 
SEED MEAL adds 
the economy and ef- 
ficiency to livestock 
rations that make 


profits for the feeder. 


naTionaL coTTonseeD PRODUCTS associa 


ATED 


TAKING NO CHANCES 
Liza: “Dat no-count Mose tol’ me las’ 
night Ah looked positively ethereal in de 
moonlight.” 
Mandy: “What do dat mean?” 
Liza: “Ah dunno, but Ah done slapped 
his face so’s to be on the safe side.” 
* 
CLASSIFIED THEM RIGHT 
Salesman: “The cigars I smoke are the 
best things out.” 


Dealer: “Yes, so I’ve noticed.” 
* * * 
TAKES TIME OUT 
Mistress: “You say,. Mandy, that your 


husband beats you constantly.” 

Mandy: “No, ma’am, Ah doan wanna 
tell nothin’ but de trufe. Some days he’s 
away huntin’ and fishin’.” 

* @ 
SHOULD KNOW BETTER 

She: “I hear that the chief of police is 
going to stop necking.” 

He: “I should think he would— a man 
of his age.” 

BUILT JUST RIGHT 

First Farmer: I’m glad my wife’s built 
long and thin like a shoestring.” 

Second Farmer: “Why do you say 
that?” 

First Farmer: “Because she don’t shade 
the corn when she’s hoein’ it like a fat 
woman would.” 

BEING CAUTIOUS 

“Why are you washing your spoon in 
the finger bowl?” 

Ungrateful Guest: “Do you think I 
want to get grease all over my pocket.” 

* * * 


A LONG SLEEP 
If you sleep in a chair, 
You have nothing to lose; 
But a nap at the wheel 
Is a permanent snooze. 


KNOWS HIS FEEDS 
Feed Dealer: “There’s a fly in my 
soup.” 
Waiter: “That’s no fly. That’s one of 
those vitamin ‘Bees’ you hear so much 


” 
about. 


FINALLY GOT EVEN 

My brother and I were twins. We 
looked so much alike that no one could 
tell us apart. One day in school my 
brother threw spitballs and I was pun- 
ished. My brother was arrested for speed- 
ing and I spent three days in jail and paid 
a fine for it. I had a girl and my brother 
ran off with her. But last week I got 
even with him. I died and they buried 
him. 

CLOSE RELATIONSHIP 

Teacher: “Willie, if I saw a boy beat- 
ing a donkey, and stopped him from doing 
so, what virtue would I be showing?” 

Willie: “Brotherly love.” 
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Editorial Comment 


STREAMLINED Streamlined in the modern tempo, The Feed Bag will 
PROGRESS come to you next month as an almost completely new 

magazine. The quality standards which have made The 
Feed Bag outstanding as the “Merchandising Magazine of the Feed Industry” 
will be strictly maintained. There will be many improvements, however, including 
a new cover, new typography and new editorial features. 


Photographs of timely interest will occupy most of the space on the new cover. 


A different photograph will be used each month and our readers are invited to 
suggest subjects. 


The new typography will embrace the handsome modern type faces which 
have proved so popular in the better magazines found in most homes. There will 
be more white space and more illustrations on all of the pages. The type will be 
larger and easier to read. 


One of the new editorial features will be a series of articles about men who 
have been builders of the present great feed industry. The inspiring stories of 
the lives of these industrial leaders will be both told and pictured. 


Another series of articles will discuss the problems of feed store management 
with particular reference to operating costs. In these, we will attempt to help 
our readers determine what it costs to extend credit, deliver, grind, mix, handle 
a ton of feed through the warehouse, etc. There will also be articles describing 
new feed plant installations. 


Merchandising, as heretofore, will be given major attention on the editorial 
pages of The Feed Bag. Sales methods of successful feed dealers will be explained 
in at least two feature articles each month so that our readers may adapt such 
proved profit making ideas as may be applicable to their own businesses. Success- 


ful direct mail, newspaper and display advertising plans will be given increased 
attention. 


Watch next month for the first streamlined edition of The Feed Bag. We 
promise a quality magazine of highest standards comparable with the best 
publications offered to the trade in any industry. 
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Dykstra Builds Business on Service 


Keeps Careful Eye on Credit 


e Plant Started Year A 


According to the dictionary it may 

be made to “cover a multitude of 
sins”. To really define the word properly, 
a practical demonstration of its meaning 
is necessary. And nowhere in the feed 
business can this demonstration be more 
fully exemplified than in Dykstra’s eleva- 
tor, Conklin, Mich. 

Starting in business last February at 
scratch, Sam Dykstra, proprietor, has in- 
creased his sales every month until he is 
now selling around 50 tons of feed a 
month, together with a _ considerable 
amount of other products handled. This 
record has been made possible only 
through service to the customer. 

Although not acquainted with his po- 
tential clientele, Mr. Dykstra went to 
Conklin, a village of 300 people, with a 
good background of experience and a well- 
defined program of action. He had 15 
years’ experience in the feed business. In 
1923 he went to work for a feed dealer 
in Holland, Mich. Three years later he 
bought out the place which he operated 
until last February when he sold out there 
and went to Conklin. With him he took 
his assistant, Henry Smith, who had been 
with him for five years in Holland. 

In Conklin he leased an elevator build- 
ing, 40x115 feet, which had been idle for 
several years. He installed new feed mill 
equipment consisting of corn sheller, grain 
cleaner, a 3-ton Hughes hammermill and 
a 1-ton Kelly-Duplex mixer. This is all 
operated by electric power. 

Merchants Give Cooperation 

When ready for operation, he held a 
formal opening which he announced in 
the Ravenna Times, a local newspaper 
covering his territory. In his announce- 
ment he stressed custom grinding. With 
this as the backbone of his business, he 
made it a point from which to stress his 
own brand of feeds and to sell his con- 
centrates to farmers to be used in grinding 
their own grains. 

He also mailed out a printed announce- 
ment to boxholders on the various rural 
routes in his area. The announcement was 
folded twice to make a four-page folder. 
Fourteen other business concerns of Conk- 
lin cooperated by using welcoming ads in 
the folder. 

The announcement also contained a cou- 
pon entitling the holder to 300 pounds of 
grinding free. The opening was a three- 
day affair and the date when holders 
should come in were divided between the 
three days. Each individual coupon car- 
ried the exact date when the holder 
should come in but further stipulated that 
“if you have to come on one of the other 
days, we will do our best to take care of 
you”. A total of 70 customers took ad- 
vantage of the coupon offer and these 
have all been retained to date. 


Accord is a much abused word. 


el2ze 


The Dykstra elevator is 


go Makes Steady Gain 


Mr. Dykstra makes all of his own con- 
centrates. He also manufactures a com- 
plete line of poultry, dairy, and hog feeds 
under his own brand name. He pushes his 
own brand hard but in addition handles 
a nationally-known dairy and calf feed. 
Then he sells all kinds of bulk feeds, salt, 
whole grains, poultry and stock remedies 
and baby chicks in season. The latter 
come from a well-known hatchery. He 
also buys wheat and other grains from the 
farmers of his territory both for use in 
his own brand of feeds and for reselling 
on the market. 

Mr. Dykstra is qualified to give advice 
on feeds and feeding problems and does 
a lot of this. He has attended a poultry 
school and suggests to his customers ways 
of handling poultry to make it profitable. 
He culls flocks and gives advice on treat- 
ment of diseases. 

If a customer comes in with grist to be 
ground and he is too busy to give prompt 
service, he has the customer leave it. When 
it is ground he delivers it himself. If a 
customer is tied up with fruit picking, 
threshing, or any other similar activity, 
he goes out and picks up the grain, grinds 
it to specifications and delivers it. 

Although the mill has regular hours of 
operation, in emergencies Mr. Dykstra will 
open it at any time to render service to 
customers. For instance, a short time ago, 
a poultry raiser who constantly has around 
6,000 chickens on hand, phoned him one 
morning at 4:30 a.m. saying he was out 
of feed. Mr. Dykstra opened the mill and 
loaded the customer’s truck with feed. 
This is the type of service which has re- 
sulted in building up a growing business. 

Still another service is the preparation 
and mailing to his list of 250 farmers a 
mimeographed market price sheet. This 
is sent out once a month when prices are 
stable and more often when they are 
changing rapidly. 

Another service is furnishing customers 
with formulas for any desired mixture of 


tly arranged for customers. 


feeds. Mr. Dykstra obtains all the for- 
mulas from government and state experi- 
ment stations, agricultural colleges, and 
feed and agricultural journals. He keeps 
on hand not only his own make of com- 
plete concentrates but also all the raw 
materials entering into these, so that he 
can make any formula desired. 

Limits Credit Given 

Most farmers, however, bring in a cer- 
tain amount of grains and want the proper 
amount of concentrates added to make a 
balanced ration. For instance, if a cus- 
tomer brings in 250 pounds of grain and 
says he wants a balanced ration, Mr. Dyk- 
stra sells him 100 pounds of complete 
concentrate to be mixed with the ground 
grains. 

Another factor in his business which 
Mr. Dykstra considers a service to cus- 
tomers is that he limits credit given. 
Most of his customers receive a weekly 
or monthly cream check or market their 
eggs once a week. He insists that they 
take care of their bills when the checks 
are received. If they fail he refuses them 
further credit. Thus he prevents the farm- 
ers from going deeply into debt. 

The office building has two windows and 
these are utilized for displays of feeds. 
Displays also often appear on the loading 
and unloading platforms. Floor displays 
in the mill are conspicuous and constant. 

Selling Akin to Baseball 

Mr. Dykstra believes, however, that 
personal contacts are the best possible 
method of promotion, when backed up 
with service and quality. He goes out 
among the farmers when time at the mill 
permits. He makes it a point to talk to 
every customer coming into the mill. He 
has a well-defined method of approach to 
sell his own brand of feeds. He begins 
by asking about how the customer’s hogs, 
or cows, or poultry are doing and follows 
this up with several other questions, all 
designed to culminate in a sale. 
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convenlten 


The average vitamin be -suuppli 

your freshly and properly, mixed VITAMELK 
Feeds. Think what a strong’ selling point this 
gives you—not theory, but faets and 


enabling you to stand behind your viceds with ; 
value. .. 
ITAMELK 


convincing proof of their yitamit 
important step enablesyyou, 
Feed Mixer, to step ahead of ct 

the coupon today—we'lhigend you 
of this sales-producing plan. 


IMPROVED 1939 FORMULAS! 


The new and improved VIT AMELK Feed Fo: ‘e 


mulas have what it takes to perk up seeing. a 


sales—bring satisfied ¢iistomers ba for tore. 
They can very well provide the spark to. your 
feed that will start tonmage climbing. 


Every VITAMELK 4g 
Formula Book, showing h iow to a complete 
line of high-quality feeds [supplements . 


rich in all the verified vitamings, ree Formula 
Advisory Service is also provi 


ALL VERIFIED VITAMINS® 


Lactoflavin (Vitamin G) . 
Oil (Vitamin E) . 
ganese . VITAMELK has contained these 


ingredients for years and years. But more than | 


that VITAMELK supplies ALL the verified 
vitamins (A, B, C, D, E, B: (G), Bs, K, Filtrate 
Factor, Anti-Gizzard Erosion Factor) as well as 
essential Rare Minerals. Furthermore, as an 


added safety factor, practically every one of ! 


Be Sure te Cond for Details 
Before Registering 1939 Feeds | 
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advertising value... 
_ WARE-PREMIUM COUPONS that build sales 
no tost to you . 


Adequate lodine and Man- “DIRECT MAIL CAMPAIGNS right in your 


“that 


* 


the vitamins in VITAMELK is supplied from 
several rich sources. 


Why several products to get the values 
ITAMELK (a free-flowing powder) gives 


ou in one Product—one measuring—one mixing? 


LABORAT ORY CONTROL! 


our ‘VITAMELK ‘Feeds enjoy a scientific 
. »background se¢om@ to none. You can offer 
~“VITAMELK Feeds. to your customers with the 


knowledge that it brings them the benefits of a 
controlled, nutritionally product... . the 
_obenefits of latést vitamin knowledge . . proven 


-yalues to help, feeds produce better. To provide 
scientific facilities for Gur customers, and to test 


 NITAMELK:; Feeds, thousands of birds are on 


feed and under, year round at the 
“House of Facts” 


YT Ai 


“DYNAMIC 1939 ‘SALES HELPS! 


All VITAMELK Sales Helps are designed to 
promote the firm and brand name of the individ- 
.~mal°VITAMELK Feed Mixer—increase his own 
local prestige. 


Distinctive BAGS AND TAGS that give extra 
. SILVER- 


forceful 


community... dre but a few of the services 
are working” foreVITAMELK Feed Mixers 
rom. coast. 


WES VITAMELK COMPANY, 
800 South Richmond 
hicago, Illinois 4 


Please mail, without cost or obligation, details on your 
program to help us make more profits from our feed business. 


We mix our own feeds: Yes... 


We sell feeds: Wholesale... Retail = 


(Check which) 


Firm Name 


Individual 


Town State 


Ss Lock forthe 
improved | 
VF 
eed rormuias i 
f 
WITH VITAMIN COUNT! | 
petition. Mail 
pmplete details 
0130 
5 


Modern Plant of Bedford Feed Co. 
Does Quarter Million Yearly 


TARTING as an entirely new enter- 
prise a little more than a year ago, 
the Bedford Feed Co., Bedford, Pa., 

erected one of the most modern feed 
mills in Pennsylvania and at the end of 
the past year already developed a sales 
volume of better than a quarter million 
dollars. 

After more than 20 years of experience 
in manufacturing and merchandising feed, 
M. P. Bixler, president of the company, 
decided that the Bedford location offered 
both manufacturing and marketing advan- 
tages for the location of a modern feed 
plant. 

Located in the heart of the Allegheny 
mountains, about 100 miles east of Pitts- 
burgh, it was found that farmers in this 
area were receiving shipments from feed 
mills more than 75 miles distant and that 
the facilities for custom grinding had been 
unsatisfactory in the past. A survey of 
the area indicated that a virgin market 
for commercial feed existed over an area 
of ten counties and that custom grinding 
facilities would be patronized by farmers 
within a radius of at least 20 miles. 

Believing that a potential market of this 
size required a large and modern plant, M. 
P. Bixler organized the Bedford Feed Co., 
and was elected president. Other officers 
of the company are E. F. Ross, secretary 
and treasurer, Alvin L. Little, vice presi- 
dent, and Leon Falk, Jr., chairman of the 
board of directors. 

Mr. Ross was formerly associated with 
the Rosenbaum Grain Co., Chicago. Mr. 
Little is a local attorney and has charge 
of the company’s legal department. Mr. 
Falk, banker and business executive with 
extensive manufacturing interests in west- 
ern Pennsylvania acts in an advisory cap- 
acity. 

Mr. Falk has also established a repu- 
tation as one of the leading breeders of 
Jersey cattle in the United States, having 
a herd of more than 400 dairy cows on 
his thousand acre farm near Bedford. 
Incidently, Bedford feed is used exclusive- 
ly on the Falk farm, and during the past 
year he was honored as premier breeder 
of Jerseys at the National Dairy Show, 
Columbus, Ohio, and also won first place 
at the Eastern States Dairy Show, Spring- 
field, Mass. 

The building is a two-story frame struc- 
ture, sheathed with metal, erected on a 
concrete foundation and so placed that an 
additional story may be added whenever 
needed. The building covers an area of 
70x250 feet with the elevator tower rising 
90 feet above the ground. A railroad siding 
runs along the entire length of the build- 
ing, permitting the unloading of two or 
three cars at one time or loading and un- 
loading of cars simultaneously. 

All machinery was furnished and engin- 
eering assistance given by the Robinson 
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Interior view showing some of the 


t which 


e Equipment Facilitates Handling Big Volume 


and at full capacity. 


Manufacturing Co., Muncie, Pa. M. P. 
Bixler, president incorporated many ideas 
from his fund of practical experience in 
the feed business. 

The main units in the plant all with 
individual electric motors, are a 24-inch 
attrition mill with 50 h.p. motor; 2-ton 
vertical dry mixer with 25 h.p. motor; 
i-ton molasses mixer with 30 h.p. motor; 
corn sheller and cob crusher with 10 h.p. 
motor; Fox cutter for hay and alfalfa with 


Bedford Feed Co. plant 


50 h.p. motor, having a capacity of 20 
tons an hour; scratch feed mixer with 3 
h.p. motor; corn cracker with 7% hp. 
motor; receiving elevator, 2 h.p.; bag 
elevator, 1 h.p.; grain elevator, 3 h.p. and 
molasses pump, 5 h.p. 

Switches to control all the motors are 
located on a panel on the main floor and 
the failure of one motor does not affect 


bles the Bedford Feed Co. to operate efficiently 


any of the other units. Fuses for both the 
power and light circuits are mounted in 
a heavy steel fireproof cabinet in the 
basement. A separate insulated steel fuse 
box is provided for each circuit, and all 
wires leading to the cabinet are heavily 
insulated to eliminate fire hazard. 

A 15,000 gallon steel tank for molasses 
storage is under the concrete floor in the 
basement. Molasses flows from cars on 
the siding by gravity into the tank. An 
outlet from the tank has been piped to 
the river near the plant, and when clean- 
ing of the tank becomes necessary, all that 
is necessary is to flush it with water and 
let the refuse flow into the river. 

The 5 h.p. molasses pump draws the 
fluid from the main tank into the storage 
tank on the molasses mixer and also feeds 
a pipe line where molasses is tapped for 
farmers who bring their own containers. 

Sixteen large bins in the tower section 
have storage capacity for 90,000 bu. of 
grain. The bins are arranged so that grain 
can be loaded directly into cars on the 
siding through two automatic 125-bushel 
hopper scales, or any quantity can be re- 
tailed or fed into the mills on the main 
floor through a 100-bushel hopper scale. 
Special bins are provided for custom 
grinding, which are also used in the pro- 
cess of making the firm’s own brand of 
commercial feeds. These bins are not used 
for storage, because under the policy of 
the company no feed shall be held in the 
plant for more than 24 hours after it is 
ground and mixed. 


After grinding and mixing the feed is 
(Continued on Page Thirty ) 
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SQUIBB VITAM 


A High Potency U.S.P. Cod Liver Oil 
Fortified with other fish liver oils 
. Vitamin Potency Guaranteed 


~ 


You want oil of guaranteed vitamin potency. Equall 
important, you want a product obtained by fortify- 
ing a high vitamin potency U. S. P. cod liver oil with 
other fish liver oils, You get both when you buy 
EXADOL.* 


Squibb guarantees EXADOL to contain 3,000 (or 
more) vitamin A, U.S. P. XI units, and 400 (or more) 
vitamin D, A.O.A.C. chick units, per gram. And 
EXADOL is a high potency Cod Liver Oil fortified 
with other fish liver oils. 

Squibb constantly seeks to find the most potent fish 
liver oils and takes extra precautions to safeguard 
their potency. More, Squibb obtains a full year’s 
supply in advance—your assurance of uniformity. 

Lasn in on the name Squibb— “a name you can 
trust” —on EXADOL’s guaranteed vitamin potency. 
Get the i of Squibb’s national advertising 
of EXADOL—advertising which reaches millions of 
farm homes. Use Squibb’s Water-Marked Formula 
Tag—the tag which carries a double guarantee: 
a guarantee by Squibb of the vitamin potency of 
EXADOL, and a guarantee from you of your re- 

sponsibility that an adequate amount of EXADOL 

has been incorporated in your feeds. 


RELIABILITY Let EXADOL help you build sales. Send for 


\ = Free Vitamin Portfolio. 
z E 5 %*A trademark of E. R. Squibb & Sons 
FREE 


E 4 A D O L SQUIBB volcan 


HIGH POTENCY VITAMIN A ano D O1L 


: Veterinary and Animal Feeding Products Division 
Eastern Sales Agents 745 FIFTH AVENUE, NEW YORK CITY 


THE 9. COMPANY ‘THOMPSON-HAYWARD CO. Please send your new Portfolio, “Squibb’s Contribution 
eo urbrow, Inc. F to Vitamin Feeding.” I understand this places us under 
165 John Street, New York 29th and Southwest Blvd. no obligation 
1524 S. Western Ave.,Chicago Kansas City, Mo. 
Coast Sales Offices Name. 
E.R. SQUIBB & SONS 
Angeles, Cal. | San Francisco, Cal Nash. Address. 
City State. 
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Cites Importance of Uniform Laws 
To Mixers and Consumers 


e Opposes Diversion of Feed Tax Monies 


IT IS a great pleasure to come before 
this meeting again as the representa- 
tive of the American Feed Manufac- 

turers association and I do so in a sin- 
cere spirit of appreciation of the splendid 
work you men are doing. I am not here 
to ask you for anything on behalf of the 
people whom I represent or to try and 
point out where your work from our 
standpoint might be improved, or how we 
might get better cooperation. I am, how- 
ever, suggesting, and in doing so I am 
speaking more particularly to the officials 
of those states which are not regularly 
represented at your meetings, a fuller 
measure of cooperation among yourselves. 
I believe that if every state could be rep- 
resented at each annual meeting of this 
association by its proper officials and take 
an active part in your organization and de- 
velopment work, this cooperation would 
result in much benefit to all. Any state 
official who comes to this meeting at least 
once can not help but get the atmosphere 
of sincere endeavor that prevails and 
would certainly be anxious to come again. 
Feed Officials Praised 

We, as manufacturers, have few sug- 
gestions to offer. We know what you have 
accomplished and how splendidly you have 
worked with us when the occasion re- 
quired. We want you to know that we 
feel that you are doing a good job and 
that whenever you want to consult with 
us, we are sitting in the next room ready 
to be called if or when you need our ad- 
vice and counsel. There are times when 
we can help and when these times come, 
we want to be ready for service. 

For example, I recently attended a 
state meeting of feed manufacturers and 
dealers and I found that that particular 
state had not adopted the definitions of 
your association. I found that while the 
state was collecting between 40 and 50 
thousand a year in feed taxes, this money 
was placed in the general fund and doled 
out on a starvation basis to the feed con- 
trol and chemistry departments for its 
work. The inspectors out in the field 
were few in number and had to look after 
not only feeds, but seeds, fertilizer, gaso- 
line, scales and a number of other things 
—even the inspection of public toilets. 

Feed Money for Feed Work 

The duties involved in their inspection 
work were greater and more complex than 
any one man could perform from the 
standpoint of either specialized knowledge 
or physical work. There were over 3,500 
brands of feed registered in the state but 
only about 500 samples had been analyzed 
during the previous year and when the 
chairman requested that all present who 
had had a visit from a feed inspector with- 
in the past three or four years raise their 
hands, only four hands went up. Now, I 
don’t have to tell you that this is not a 
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proper state of affairs, because you know 
it. 

I have taken perhaps an extreme case 
for illustration but a couple of years ago 


-we made a survey of the revenue received 


from feed taxes in different states and the 
corresponding expenditures for feed in- 


RALPH M. FIELD 
Mr. Field, president American Feed Manufac- 
turers association, was a guest speaker at the 
recent convention of the Association of American 
Feed Control officials which was held at Washing- 
ton, D. C. His address on feed control laws is 
published herewith. 


spection and control work and, while we 
could not get the figures accurately in all 
cases, it did show that in many states 
such a condition as I have outlined is ap- 
parent to a certain extent. This hampers 
the enforcement of your laws, penalizes 
the honest manufacturers and leaves open- 
ings for dishonest persons to violate the 
law with impunity. 

A law that is not properly enforced is 
worse than no law at all. The consumer 
who is paying the feed taxes gets no pro- 
tection and you men who are sincere and 
honest in your work are distressed and 
hampered because you are not allotted 
the money which should come to your de- 
partment to provide sufficient facilities to 
enable you to do your job efficiently. 
Many of you, I know, are doing a splen- 
did piece of work under adverse condi- 
tions. 

The revenue that comes from feed taxes 
is what is known as a special purpose tax 
and it is illegal and unconstitutional to-di- 
vert such funds to any other purpose than 
that for which the tax is assessed. We 
manufacturers and dealers can perhaps be 
of some assistance to you by pointing out 
to members of the legislature and state of- 
ficials the importance of feed control work 


be taken. 


and inspection and may have some influ- 
ence in inducing them to make an appro- 
priation for the work of your department 
sufficient to enable you to do the things 
that you want and need and to give the 
¢onsumers, who are paying the tax, the 
protection to which they are entitled. 


I do want to mention one subject that 
is on your meeting docket for considera- 
tion and that is a uniform registration 
blank for all states. Some ten years ago 
your association voted to adopt a uniform 
blank but the recommendation was never 
carried out. Now, however, it is up for 
consideration and I hope definite action 
Your good secretary told 
me a couple of months ago that this would 
be considered at the meeting and asked a 
little help in the direction of ascertaining 
what type of registration blank would be 
most acceptable to manufacturers, and so, 
to get their ideas on the subject, he and 
I and several others outlined a simple 
comprehensive registration form and I had 
a number of copies printed and sent one 
to each of our members asking for their 
suggestions. 

Model Feed Bill 

Never in my association work have I 
ever received as near a 100 per cent re- 
sponse as I did in connection with the 
sending out of this blank. Many approved 
it without criticism, others offered sugges- 
tions and in advance of the meeting I 
turned all the replies over to Mr. Bopst 
for the consideration of his committee in 
charge of this matter. It indicates a gen- 
eral feeling that the registration blank 
should be uniform as far as possible in 
size and wording and that the adoption of 
such a uniform blank by all states as soon 
as this can be arranged will be an im- 
mense help not only to manufacturers, but 
to the feed control officials themselves. 

Our associations have jointly endorsed, 
after several years of work and considera- 
tion, a Model Feed Bill, which is gradu- 
ally being used by various states in the 
revision of their laws. We advocate and 
you join with us that the regulations in 
different states shall be as nearly uniform 
as possible and to put it in plain language 
as one of our members wrote to me, “get 
things so we can print one thing on a sack 
and have it go into any state”. You want 
this just as much as we do because it will 
help and simplify your work and make it 
easier for all to do business. All we ask 
is that you cooperate, not so much with 
us but among yourselves to bring about as 
much uniformity in all these matters as 
possible. 

Your association and our association 
have each completed 30 years of service. 
We started as little folks and have both 
grown tremendously and through the years 


(Continued on Page Forty) 
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Extra lactoflavin in laying hens’ 
rations stimulates egg production— 
especially in the winter months. Re- 
search scientists 
feeding laying 
flocks at Califor- 
nia Agricultural 
Experiment Sta- 
tion have proved 
this. And many practical poultry 
rations—supposedly complete in all 
nutritional essentials —do not con- 
tain enough lactoflavin for highest 
egg production. 

These tests conducted over a period 
of two years proved that the highest 
egg yields came from hens receiving 
rations to which extra lactoflavin 
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REG .U.S.PAT. OFF. 


LACTOFLAV/IN SUPPLEMENT 


had been added. The total number 
of eggs laid, particularly during the 
winter months, was greater in those 
pens receiving 
mashes sup- 
plemented with 
lactoflavin. 

Flaydry, the 
original lacto- 
flavin supplement, provides feed 
manufacturers with a rich source of 
lactoflavin, derived entirely from 
milk, and of biologically proved 
value. 

Write for full information on how 
Flaydry will bring to your mashes 
the added lactoflavin that means 
more eggs. 


GROWTH - HATCHABILITY 
-\ EGG 


THE BORDEN COMPANY 
Special Products Division 
350° MADISON AVENUE, NEW YORK, N. Y. 
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Comic Cartoons on Display Board 
Put Customers in Good Mood 


e New Jersey Store Makes ’Em Smile and Buy 


HEN J. H. Frick & Son purchased 
a feed store in Washington, N. J., 
about a year ago they had to con- 
sider ways and means of rebuilding the 
business because the store had been closed 
for three months and many of the former 
customers had made other connections. 

“Tt was a rather tough assignment,” said 
Carl Frick, who handles the sales man- 
agement end of the business. “I realized 
that we had to do something different and 
decided on using a little showmanship in 
order to attract attention. 

“When we reopened the store we de- 
cided to feature a well-known advertised 
brand of feed, and to give us a close tie- 
up locally with this brand we painted the 
exterior of the store to resemble the trade 
mark used on the feed bags. While this 
gave our place a flashy appearance, it 
created considerable comment among 
farmers. It is good advertising that 
works all the time.” 

Being somewhat of a student of sales 
psychology, Carl noticed that many of his 
farm customers were in an irritable mood 
when they entered the store. And he also 
observed that if he could do something to 
make a customer smile, there developed a 
more friendlly feeling which made it much 
easier to do business, to talk quality to 
the man who was thinking of price. 


It was obvious that customers wouldn’t 
smile or laugh upon entering the store un- 
less they had some good reason. Carl de- 
cided to give them a reason. 

He took three wide boards, nailed them 
together and piaced them in front of the 
counter. Then he painted them bright 
red for a background and from time to 
time he paints on this board in outline an 
enlargement from one of the popular 
comic strips seen in the newspapers. In 
general, these comics on the board usually 
tie up with his business in a humerous way 
and many customers have already formed 
the habit of looking for them the first 
thing upon entering the store. 

“Tt’s a simple idea,” he explained, “and 
it doesn’t take much time to paint these 
comics but we seldom see a farmer com- 
ing in here now without cracking a smile. 
Indirectly, I think it has helped us to put 
across our featured brand. Of course, we 
also sell a cheaper line of feed but we ex- 
pect to stay in business here and for that 
reason we are trying to sell something that 
will make our farm customers more suc- 
cessful so that they in turn will be able 
to buy more feed from us, 


“We have not done anything big this 
first year,” Carl said, “but have been lay- 
ing the foundation for future business and 
only recently have we mapped out a 
course of action to be followed during the 
second year. 


“One of the first points in this program 


else 


These Ducks Forgot ts Duck 


When H. H. Humphrey, Northern Milling Co., Wausau, Wis., shown in the lower right hand corner, 


goes a-hunting he really makes the feathers fly. Here is evidence of his skill in bringing down 


mallards during the recent open season. 


is to call on every customer at least once 
a month. We have been making such calls 
in a limited way during recent months 
but in the future we intend to make per- 
sonal calls on all customers at regular in- 
tervals. The reaction on the calls we have 
made has been favorable. 

“The second point in this plan is to 
establish routes throughout our territory 


OHIO 


Straub feed mill, Willshire, has install- 
ed a new Jacobsen feed grinder. 

Mr. and Mrs. J. W. Griffon have pur- 
chased the T. E. Drum property, Woods- 
field, and will open a feed store. 

Delphos Equity Exchange, Delphos, has 
constructed a new concrete block addition 
to its plant which will be used for storing 
feeds and seeds. 

Alva Hill who operates the Era Eleva- 
tor, Mt. Sterling, is celebrating his 20th 
anniversary in business. 

Arnold Fulton has opened a feed store 
in the building formerly occupied by the 
London Creamery, Clarksburg. 

W. E. Bruce has opened a feed store at 
Zanesville in the old Post Office building. 

Peoria Grain Co., Oxford, has installed 
a feed grinder and mixer. 

Irvin T. Fangboner, 66, president, Irvin 
T. Fangboner Co., Fremont, died at his 
home November 11. 

Fisher elevator, Coshocton, has moved 
to a new location at 215 N. 3rd street and 
is installing grinding and mixing equip- 
ment. 


so that our truck will call on each cus- 
tomer at least once a week. This is the 
kind of service many customers expect 
and it is up to the dealer to arrange a de- 
livery service that meets the needs of his 
customers. We believe that expansion of 
a feed business today depends almost as 
much on the service that is given as on 
the quality of feed sold.” 


@ PAUL C. RUTHERFORD, vice pesi- 
dent, Van Deusen-Harrington Co., Min- 
neapolis, left recently with Mrs. Ruther- 
ford for a cruise to Italy. 


@ FRED POOCH has leased the former 
Farmers Elevator building, Livermore, Ia., 
and is installing larger equipment for 
grinding and mixing feeds. 


@ W. E. DUNBAR & SONS, Franklin, 
N. H., have sold their feed and grain 
business to the Farmers Feed & Supply 
Co. The firm operates stores at Hills- 
boro, Wilton, Milford, Manchester and 
Franklin. 


GOES TO EUROPE 

Charles C. Dawe, president, Dawe’s 
Vitamelk Co., Chicago, sailed November 
12 on the Normandie for London, Eng- 
land, on the third of his business trips to 
Europe. He will visit various countries 
including France, Belgium, and Holland 
in the interests of Vitamelk Base. Mr. 
Dawe plans to return to the United 
States before the holidays. 
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PRE-TESTED ADVERTISING 
READY FOR YOUR NEWSPAPERS 


E TEMPTED io 


Fal; 
50% Loss Economy 


If you stock feeds bearing the Iodine 
Seal of Approval, you can have — absolutely 
free — artwork, layouts, pre-tested copy, all 


HARVEST TIME | 
for POULTRYMEN, too , - 


Time when egg prices are high... 
time when. your feeds need to be right, 
if you are te harvest reel egg profits! 


feeds 


j Gewber. Nevember. 
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WHEN COWS COME OUT OF PASTURE 


then is the time to use 
that are easily digested 


xed » sll on your wilh checks 


SUPPL Poe Seek with the protein 


me 


EGG PROFITS / ready for your newspapers. You can also have 
| a series of interest-getting publicity stories — 
stories that embody your name and make you 
headquarters for Seal-Approved Iodized Feeds. 


Moreover, the Iodine Educational Bureau will 
provide you with the dates of their national, 
zone and state farm paper advertising sched- 
ules, so that you can properly time your news- 
Paper space to get the most value from it. 


scientifically balanced 


Free newspaper mats and publicity service are 
only two of the dealer helps the Bureau pro- 
vides. You can also have stencil sheets to pep 
up your price lists and mimeographed letters 
— radio scripts for spot broadcasting, folders, 
booklets, window streamers, store signs, etc. 


Oy ate easily 


Learn about them all. Send for the Iodine 
7-Point Sales Plan — a plan that helps dealers 


YOUR NAME HERE YOUR NAME HERE 


increase their feed business. Mail the coupon. 
Have this wealth of localized promotion sug- 
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gestions free. 


IODINE EDUCATIONAL BUREAJ, Inc. 
120 Broadway, New York, N.Y. 


Send us a set of newspaper advertisements so that we may 
choose those that fit our business. Also your 7-Point Sales Plan. 


We are stocking Seal-Approved Iodized Feeds. 
City State 
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Zutter Took Over Closed Elevator 
Now Operates Four Plants 


e Features Mixed Feeds and Concentrates 


1933 in a plant that had been idle 

for several years, Albert Zutter, Zut- 
ter Elevator, Chippewa Falls, Wis., devel- 
oped it into a successful venture and in ad- 
dition has opened three more branches 
which are doing well. 

Ability to anticipate market trends and 
the needs of the farmer are attributed to 
the outstanding record made by this live- 
wire feed man. The Chippewa Falls plant 
which stood for several years as an idle 
landmark now hums with activity. It is 
a model of neatness and industry and the 
man at the helm has built up a growing 
list of customers who like his genial per- 
sonality and agressive methods of doing 
business. 

Shortly after he opened the present 
headquarters he branched out into Elk 
Mound, Wis. In 1936 he opened a plant 
at Holcomb, Wis., and his latest expan- 
sion venture was at Jim Falls, Wis., in 
1937. 


ina business for himself in 


Maintains Complete Stocks 

When the drought seasons in 1934 and 
1936 hit the farm territory served by Zut- 
ter’s four plants, he was ready to meet the 
emergency. At the beginning he decided 
to carry complete stocks so that no one 
would ever catch him saying, “I’m out 
of this right now but I can get it for you 
in a week.” 

Even the abnormal demands made for 
feeds during the drought did not tax Zut- 
ter’s stock to depletion. In fact, he was 
in a position, during the height of the dry 
spell, to purchase 120 cars in one lot from 
North Dakota to supply his local trade. 

Mr. Zutter builds good will among his 
customers by holding a free pancake din- 
ner at each of his four plants every year. 
Thousands of farmers flock to these 
events. Coincident with the dates of the 
pancake dinners Mr. Zutter runs special 
sales which net him a large volume of 
business. 

Believes in Regular Advertising 

He is a firm believer in consistent adver- 
tising. His ads will be found regularly in 
local papers circulating in his territory and 
he solicits business by direct mail every 
month. More than 6,000 customers and 
prospects are maintained on his combined 
list. One of his chief delights in business 
is to buy farmers’ grain for shipment to 
market and to sell them well balanced 
feeds in return. A nationally advertised 
commercial line of feeds is handled and, 
in addition, Zutter produces his own brand 
which he has named “Chip-A-Way.” 

Whenever a farmer comes to the store 
who desires to have his own formula mix- 
ed he is encouraged to add the commercial 
concentrates to make a complete ration. 
Profit from the sale of these concentrates 
plus the grinding charge enable Zutter to 


Zutter’s main plant at Chippewa Falls with Mr. Zutter shown in inset. 


make money on patrons who want their 
own mixes as well as those who buy the 
straight commercial blend. 

The Plant at Chippewa Falls and Elk 
Mound are equipped to do grinding and 
mixing. At the main headquarters Zutter 
operates a Jacobson grinder and a Burton 
and Fair Deal mixer, Cleland cleaner and 
a Michigan clipper. A Blue Streak ham- 
mer mill and a Fair Deal mixer do the 
work at Elk Mound. Both plants are pow- 
ered by electricity. 

The Chippewa Falls elevator is a block 
long and has a full basement. This is util- 
ized to advantage because Mr. Zutter buys 
potatoes from the farmers and has facili- 
ties for storing 30,000 bushels. His grain 
storage capacity is 20,000 bushels. 

A wholesale business in flour and sugar 
is operated in connection with the retail 
departments. Mr. Zutter’s son, Bob, han- 
dles this end of the enterprise and is doing 
a good job. 

Ability of the firm to expand so rapidly 
is due chiefly to the fact that accounts 
were not permitted to accumulate on the 
books. About half of the business is op- 
erated on a cash basis while the balance 
is conducted strictly on a 30-day credit 
limit. 

Feed Business is Good 

“From the start we watched our credit 
carefully, and if a man refuses to pay his 
bill in the alloted time we prefer to drop 
him and replace the delinquent with a re- 
sponsible customer. Operating a business 


of our size necessitates a quick turnover 
of money and we cannot keep four plants 
going with a lot of cash tied up on the 
books.” 

When asked what he thought about the 


future of the feed business Mr. Zutter 
responded with an optimistic answer. 

“T don’t believe there is a feed dealer 
today,” he said, “who is selling all of his 
trade 100 per cent. The feed business is 
good and it will continue to get better. 
There are always new customers to be ob- 
tained for the man who will carry com- 
plete stocks of high quality merchandise 
and who will go after business with a 
well-planned advertising and selling cam- 
paign. Yes, it takes hard work, but busi- 
ness doesn’t come rushing through the 
door these days. The dealer must go out 
and court it.” 


DAIRY SITUATION 


Despite the fact that production of 
milk and stocks of manufactured dairy 
products continue at record high levels, 
the United States bureau of agricultural 
economics reports that general improve- 
ment in business conditions and consumer 
income points toward some improvement 
in the dairy situation. Total milk produc- 
tion on November 1 was about 6 per cent 
higher than a year earlier, the bureau re- 
ports. But consumption had not kept pace 
with the production, according to the 
bureau. 


POULTRY CONGRESS CHECK 


The state of Washington has joined the 
“100% Club” along with New Hampshire, 
New Jersey and Oregon in the World’s 
Poultry Congress drive. Washington only 
recently mailed in its check to put it over 
the top. Officials of the World’s Poultry 
Congress, scheduled to be held in Cleve- 
land, July 28 to August 7, report excel- 
lent progress in many other states. 
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Let us show you how YOU can 
make $1,000 or more EXTRA 
PROFIT, right this winter, 
selling this big-volume mineral 
and protein hog supplement. 


In one bag, Minral Meat Meal 
gives the feeder MINERALS, 
PROTEINS, and CONDI- 
TIONERS, ready to feed. Yet 
it sells to the farmer at about 
the same price as tankage—and 
FEEDS TWICE AS FAR as 
tankage. 


— BAL ALL ALL AL AL AL 


In other markets, where intro- 
duced, it has quickly outsold 


The Famous SARGENT Poultry Feeds 


and Concentrates 


Known all over the midwest for their time-tried quality 
and popularity. Get the facts on the complete Sargent 
line and the money it can make you. 


MERRIE 


CHRISTMAS 


For Sargent Dealers 


That jingle you hear isn’t sleighbells 
It’s the extra PROFITS jingling in 
the pockets of the dealers selling 


SARGENT 


MINRAL MEAT MEAL 


competitive products FIVE TO 
ONE. Think what that kind of 
volume means to you, in your 
territory! 


We come in and help you in- 
troduce it. We advertise it for 
you. We give you the personal 
help that puts you up into the 
bigger profit class. 


Investigate. The big sales sea- 
son is just starting. Write for 
free literature and our special 
introductory proposition to 
dealers. 


SARGENT 
& COMPANY 


FIFTY YEARS IN BUSINESS 
Des Moines, lowa 
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BUY VITEENA MILLS 
Viteena Mills, Inc., St. Louis, Mo., has 
been purchased by the Krey Packing Co., 
which will operate the firm under the same 
name. J. S. Wilson has been appointed 
general manager. 


FARM TENANTS INCREASE 

Four out of every five farms in Wiscon- 
sin are operated by the owners, according 
to the state crop reporting service. The 
most rapid increase in farm tenancy since 
1910, a survey indicates, has come in the 
years since the World War. It is esti- 
mated that the increase will continue. 
Kewaunee county, with only 4.7 per cent 
of its farms being operated by renters, 
takes the record for the lowest tenancy. 


Canonsburg, Pa., Milling Firm 


Over 150 Years Old 


HE Canonsburg Milling Co. is one 
a the oldest industries in Washing- 

ton county, Pa. It was so important 
that it was noted by the federal depart- 
ment of commerce in connection with the 
celebration of the bi-centennial of George 
Washington. 

On December 31, 1931, the company 
held a double anniversary celebration 
which marked the end of the 150th year 
since the establishment of the mill and 
the 40th year of James H. McBurney’s 
association with the business. The mill 


To Win Extra Sales and Profits 
LINE UP NOW! 


SELL FUL-O-PEP 


FEEDS IN 1939 


@ NEW TALKING-POINT IN FUL-O-PEP 
CHICK STARTER AND MASHES 


Concentrated Spring Range —helps bring 
flocks spring-time health and productivity all 


year round! 


© BIG ADVERTISING CAMPAIGN 


Color pages in leading poultry journals month 


after month! 


© A FULL LINE OF “BEST SELLERS“ 


In addition to Ful-O-Pep Poultry Feeds, The 
Quaker Oats Company supplies dealers with a 
full line of best-selling stock and dairy feeds. 
Assorted car buyers find this full-line service 
the key to real profits from retailing feeds. 


T this new Ful-O-Pep cam- 
paign help increase your 
tonnage and feed profits. Don’t 
miss this opportunity to cash in 
on the great new talking-point 
—CONCENTRATED SPRING 


RANGE, the sensational, prof- 
itable discovery, now added to 
Ful-O-Pep Chick Starter. Help 
yourself and your customers to 
greater profits. Cash in now on 
this great Ful-O-Pep campaign. 


SELL FUL-O-PEP AND MAKE MONEY. WRITE NOW TO 


THE QUAKER OATS COMPANY, CHICAGO 


building was one of the first in Canons- 
burg and was built during the year 1781 
by Col. John Canon, the founder of the 
town and was originally a grist and saw 
mill. Later the saw mill was torn out 
and it was known as a grist mill, until in 
1891 when it was again sold, this firm 


Canonsburg Milling Co. plant 


continuing until 1901 when it was incor- 
porated as the Canonsburg Milling Co. 

For years the mill was water driven, 
the water being taken from Chartier’s 
creek at the dam and brought to the mill 
through a race. At first a mill wheel was 
used, then a turbine was installed and sup- 
plemented by steam. Later steam was 
used entirely, then gas, and finally electric 
power. 

Until 1925, manufacture of flour was 
the chief operation. Barge loads of flour 
have been shipped down Chartier’s creek 
to New Orleans, and during the World 
War car loads of flour were exported to 
Europe. Since 1925 the flour mill has 
been torn out and a new hammer mill and 
feed and molasses mixer installed with in- 
dividual electric motors for each opera- 
tion. Also a new office and display room 
has been built making this milling com- 
pany one of the best equipped in this part 
of the state. J. H. and J. R. McBurney, 
father and son, genial “Jim” and “Farm- 
er” John, are the present owners. 


@ ROSCOE WALTERS has leased his 
elevators at Auburn and Spencerville, Ind., 
to Franklin Robinson. Mr. Robinson was 
associated for some time with the Ben 


Levy Grain Co., Ossian. 


@ WALTER R. BECK, Beck Grain & 
Feed Co., Shelbyville, Ind., was recently 
forced to remain away from his office as 
the result of an infection which followed 
the extraction of a tooth. 
FARM INCOME LOWER 

Cash income from farm products mar- 
keted this year and from government pay- 
ments is expected to total $7,625,000,000 
as compared to $8,600,000,000 in 1937. 
In 1936 the income was $7,944,000,000. 
Dairy products will contribute $1,450,- 
000,000 to the total for 1938; chickens 
and eggs, $575,000,000; grains $830,000,- 
000, and government payments $500,000,- 
000. The low for farm income was reach- 
ed in 1932 when farmers received only 
$4,328,000,000. 
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Cooperating With Local 4-H Clubs 
Pays Wellman Dividends 


e Youths Form Valuable Future Contacts 


EARDING a lion in his lair has 

always been considered a most dan- 

gerous yet popular method of get- 
ting the lion. And to get the lion’s share 
of the feed business, F. H. Wellman, who 
operates the feed store known as Holland 
Mills, Holland, Ind., believes in the good 
old strategy of carrying the conflict to 
enemy ground. 

“Convenience,” says Mr. Wellman, “is 
the watchword of modern man. Whether 
it be in transportation, communication, or 
in everyday living—the men and women 
of our day want convenience. Our feed 
manufacturers have gone to great expense 
to provide every convenience possible for 
us to reach the feeders. Their radio pro- 
grams carry the message straight to the 
firesides. Printed literature is provided 
regularly, and ads in bill-board and type 
form are available. Data, compiled in the 
laboratory is available to prove to the 
feeder the merits of commercial feeds. It 
remains only for the dealer to take up the 
reins and drive. 

Every Feeder a Prospect 

“And that is exactly what we of Holland 
Mills are doing. We are taking up the 
reins and driving into the homes of Mr. 
Feeder—every feeder in our territory 
which covers a radius of from 30 to 50 
miles. Every man in that territory is a 
feeder; whether he feeds a flock of leg- 
horns, or a herd of Guernseys. And every 
feeder is a prospective customer. Never 
forget that. He may be obstinate but we 
back up our sales talk with practical ex- 
amples of successful feeders who are do- 
ing better since they use better quality 
feeds. We learn his name, send him liter- 
ature, or better still call him on the 
‘phone and talk over his problems with 
him. We also call to his attention the 
latest data released by the laboratories of 
our manufacturer or agricultural experi- 
ment station, and then mention some suc- 
cessful neighbor who is on our customer 
list. The prospect will begin to take 
notice. He inquires of his neighbors what 
their feeding methods are. Before long 
he loosens up and one of our calls or visits 
is rewarded by a sale. 

“We operate on the theory that a cus- 
tomer is as hard to hold as he is to get. 
After the initial sale we follow up with 
several personal visits throughout the year. 
Often these visits are spent looking over 
the livestock or chatting about general 
conditions and leaving the feed question 
more or less in the background. The feed- 
er asks our opinion and we give it. We 
help him figure out his problems and a 
feeling of good will is established. When 
we leave we remind him that our truck 
will be around on the regular day and we 
are at his service.” 

Twenty-five years of continued commer- 
cial feed business attest the success of 
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Mr. Wellman’s policy of carrying the 
fight to enemy ground. In a community 
composed chiefly of frugal Dutch, Mr. 
Wellman has made Holland Mills one of 
the outstanding industries. His customers 
are mostly people of comfortable circum- 
stances, own their homes, and it is said 
of them in neighboring communities that 
they can make two dollars grow where 
one formerly grew. That these people 
recognize the value derived from feeding 
high quality feeds is in no small measure 
due to the persistence of the elderly man- 
ager of Holland Mills and his efforts to 
establish good will between the business 
and the feeder. 
Works With 4-H Clubs 

Furthering his policy of good will and 
continuing his drive into the homes of his 
customers, Mr. Wellman cooperates exten- 
sively with the 4-H clubs and Farmer’s 
Institutes of the community he serves. 

“Last year,” continues Mr. Wellman, 
“we arranged for a huge tent to be erected 
on the grounds where the Institute was 
being held. Farmers from miles around 
brought their stock in and exhibited it in 
the tent. Their records, mentioning our 
brand of feeds, were displayed for public 
perusal. Value of this cooperation cannot 
be overestimated. People like to display 


their prizes and they are loud in their 
praise of the feeds that make those prize 
animals. Then, too, cooperation of this 
sort helps us to reach the coming young 
farmer. Many of our most valuable con- 
tacts have been made through coopera- 
tion with the youth of the 4-H clubs. 
They learn that we are fair with them 
are interested in their projects, and that 
we can furnish feeds of superior analysis 
cheaper and more conveniently than they 
can make from their own products. 
Respects Customers Wishes 

“T have heard feed dealers say that it is 
too expensive to fool with feeding stock,”’ 
says Mr. Wellman. “On the contrary, I 
find the practice very profitable not only 
from an advertising standpoint, but also 
from the sale of the stock I feed. If I 
can’t profitably feed my own hogs with 
my feed. how can I convince my custom- 
ers that they can? It doesn’t make sense. 
Such feeding arouses a feeling of com- 
petition among my customers. They wish 
to surpass me in feeding results, so they 
dig into records and rations formulas. 
They come to me for feeds prepared ac- 
cording to those formulas. Sometimes 
their stock does surpass my own, but my 
prize animals have served their purpose. 

(Continued on Page Forty-five) 


Venison Ration 


For Feed Men 


Hunting at Camp McKinley, near Boulder J ti 


Wis., b 


s of this happy group each brought 


down their buck. They are, left to right, Walter Uebele, Burlington Feed Co., Burlington, Wis.; Chet 
Cook, King Midas Flour Mills, Milwaukee; David K. Steenbergh, managing editor of The Feed Bag; 


LeRoy LaBudde, LaBudde Feed & Grain Co., Milwaukee; Ben 


Logan, Deerfield Farmers Cooperative, 


Deerfield, Wis.; Arthur LaBudde, Milwaukee, and Carl Marks, Feed Supplies, Inc., Milwaukee. All except 
Arthur LaBudde and the other member of the party who snapped the photo are engaged in the feed 


industry. 
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Large Cooperatives Are Denounced 


By New Jersey Feed Dealers 


e Meet at State College of Agriculture 


erative organizations that are cut- 

ting in on their business and a plea 
for better cooperation to fight the practice, 
ended the New Jersey Feed Dealers asso- 
ciation annual one-day convention Novem- 
ber 30 at the State college of agriculture, 
Rutgers university, New Brunswick, N. J. 
Nearly 100 representatives of the states 
$20,000,000 commercial feed industry at- 
tended the convention. 


A STRONG denunciation of large coop- 


LOUIS E. THOMPSON 


Dr. Jacob G. Lipman, dean of the col- 
lege of agriculture and director of the Ex- 
perimental station, predicted that efforts 
to work out a more economical feeding 
program for dairy farms would benefit 
feed dealers by aiding in the continued 
existence of the industry. 

Representatives went on record for a 
law to require that prepared vitamin car- 
riers for livestock feed be analyzed and 
the results published by the state chemist. 

An analysis of -costs in the feed busi- 
ness showing the dealers how they can 
make more profit was presented by R. G. 
Leavitt, merchandising expert, Purina 
Mills, St. Louis, Mo. 

J. Carlton Smith, Mercer Feed Co., 
Lawrenceville, N. J., led the round table 
discussion when activities of the Grange 
League Federation were discussed. Out- 
lining the part he has played in bringing 
legal action against the G. L. F., Smith 
said “the organization has set itself up as 
a friend of the farmer, when in reality it 
is a New York concern in direct competi- 
tion with every independent feed dealer in 
the state.” Mr. Smith and Richard J. 
Kafes, Trenton, N. J., attorney, reviewed 
the legal fight now under way to prevent 
activities of the cooperative unit. 


Louis E. Thompson, Glen Ridge, N. J., 
secretary of the Eastern Federation of 
Feed Merchants, lauded Smith for his ac- 
tivities and urged dealers present to join 
the federation to protect their interests. 

Reeve Harden, Reeve Harden compan- 
ies, acted as toastmaster and H. J. Sam- 


-uelson, United Feed Co., presided. 


Other talks during the day were made 
by Walter R. Peabody, associate profes- 
sor of economics, Rutgers university; Alan 
C. Ebert, assistant to the regional rural 
rehabilitation supervisor, Farm Security 


Happy Father Wins $5.00 
In Iowa Stork Derby 


“The stork is due at my home in No- 
vember.” 

“You don’t say. He’s due at my house 
about that time too.” 

“T’'ll tell you what I'll do. Bet you $5.00 
he pays the wife and I a visit before he 
calls on you.” 

“Okay, it’s a bet. 
dimes for the pay-off.” 

This was the gist of the conversation 
between Herman Jensen, Golden Sun Mill- 
ing Co., Estherville, Ia., and Don R. Jor- 
gensen, Des Moines Oat Products Co. Des 
Moines, Ia., while both were attending a 
convention of the Western Grain & Feed 
Dealers association early in the year. 

And now the bet has been decided. The 
winner was Mr. Jorgensen who was fav- 
ored by the stork with a baby girl on 
November 19. Nine days later, on No- 
vember 28, the good bird dropped his par- 
cel at the Herman Jensen home and to 
even things up also made it a girl. Both 
winner and loser of the $5.00 bet are 
equally happy and the mothers and the 
stork derby daughters are doing nicely. 


Start saving your 


Sussex-Orange Feed Group 
Elects Edsall as Chief 


The revived Association of Feed Deal- 
ers of Sussex County, N. J., and Orange 
County, N. Y., recently held its second 


meeting of this year at the Sussex inn, 


Sussex, N. J. About 30 feed men were 
present. 

New officers elected were president, 
Harry E. Edsall, Consolidated Coal and 
Feed Co., Sussex, N. J., William R. Conk- 
lin Chester, N. Y., vice president, and An- 
drew W. Roy, Mills & Roy, Sussex, N. J., 
secretary. 

Upon President Edsall’s taking the 
chair, he opened a discussion about the, 
neighborhood dealers that should join the 
local association, after which he appoint- 
ed district captains to go after new mem- 
bers. Also he appointed a committee to 
draft by-laws for the organization. 

As secretary Louis E. Thompson of the 


Administation; Fred R. Dunn, secretary- 
treasurer, Bridgeton Production Credit as- 
sociation; Charles S. Cathcart, New Jer- 
sey state chemist; Clarence S. Platt, as- 
sociate professor of poultry husbandry, 
New Jersey college of agriculture; Wil- 
lard C. Thompson, chairman of the New 
Jersey World’s Poultry Congress commit- 
tee; Carl B. Bender, professor of dairy 
husbandry, New Jersey State college of 
agriculture; Ray Hewing, National Oil 
Products Co., and William O’Brien, rep- 
resenting the Rural New Yorker. 


Eastern Federation of Feed Merchants 
was present, he was asked to explain the 
terms of affiliation under which the Sus- 
sex and Orange Counties association might 
support the federation. Decision as to 
affiliation was put off to a future meeting 
which probably will be held in Middle- 
town, N. Y. in January at which time af- 
filiation will be considered when a greater 
number of dealers will have the oppor- 
tunity to express their opinions. 

At this lively meeting local conditions 
pertaining to the feed trade were freely 
discussed at length and, of course, com- 
pliance with the Wage and Hour Law was 
one of the subjects of interest. 


Crowd Swamps Reinders 
At Warehouse Warming 


It was more than they had hoped for, 
but Reinders Bros., Elm Grove, Wis., re- 
plenished their supply of free beer and 
showed their hospitality to the overflow 
of thousands who attended the grand 
opening of their new warehouse on De- 
cember 3. 

The event was appropriately titled 
“warehouse warming” and marked the ex- 
pansion of this successful firm into one 
of the best operated feed stores in the 
country. Adjoining the old plant the new 
structure stands two stories high and is 50 
feet wide and 120 feet long. It is to be 
used chiefly for storing commercial feed 
and ingredients. 

Reinders Bros. was established in 1887 
by John Reinders who was present to 
greet the mammoth crowd of guests when 
the warehouse warming was held. The 
firm handles well known commercial feeds 
as well as manufacturing a brand of its 
own called “Old Elm.” One of its most 
effective advertising mediums is a month- 
ly house organ entitled “Old Elm News.” 
Classified advertisements are run without 
charge for the farmers and Reinders Bros. 
have been instrumental in making hun- 
dreds of sales and exchanges for their cus- 
tomers. 

@ C. I. BASHORE is remodeling his feed 
store at Warsaw, Ind. 
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Apple River Mill Co. 
Flour—Grain— Mixed Feeds 


Bunge Elevator Corp. 


Grain — Any Grade, Quantity or 
Time 


Cereal Grading Co. 


Grain Merchants — All Feed Grains 


Excelsior Milling Co. 
Flour — Feed 


J. A. Forrest Co. 
Wholesale Flour and Feed Merchants 


Fruen Milling Co. 


Grain Specialties for Feed Mixers — 
Dairy Feeds 


“te 


CHRISTMAS 


We in the Minneapolis Market join 
in extending you sincere greetings for 
a Most Happy Christmas and take this 
opportunity to thank you for your 
patronage during 1938. 


R. R. Howell Co. 


Mill Machinery and Supplies 


I. S. Joseph Co., Inc. 


Mill Feed Merchants 


Midland Hay & Feed Co. 
Mill Feed and Beet Pulp 


North East Feed Mill Co. 
Feeding Oat Meal 


Reliance Feed Co. 
Mill Feed Jobbers 


A. L. Stanchfield & Co. 


Feeds — “Stand by Stan” 


H. A. Vanderhoof Co. 


Specializing in Dried Milk Products 


MINNEAPOLIS 
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@ ALBERT MAULER, owner of the A. 
M. Mauler elevator, Pleasant Mills, Ind., 
was badly beaten and robbed of $25.00 
in cash and $90.00 in checks in front of 
his home November 17. 


@ ROBERTSON GRAIN CO., Williams- 
port, Ind., is building a fireproof addition 
to its elevator which will be used for 
storage and office space. M. C. Robertson 
is proprietor. 


@ FISHER ELEVATOR, Coshocton, 
Ohio, has moved to a new location at 215 
N. 3rd street and is installing grinding 
and mixing equipment. 


@ ROSE & VOGEL have opened a new 
feed store at Greensburg, Ind. 


Northwest Retail Feed Group 
To Meet January 16 


INNESOTA’S proposed __ itinerant 

truck pedlar’s law will be one of the 
chief subjects of discussion at a meeting 
of the Northwest Retail Feed association 
to be held at the Saulpaugh hotel, Man- 
kato, Minn., January 16 and 17. The 
holding of the gathering during the win- 
ter months marks an innovation for the 
organization which usually convenes in 
summer. 


The two day program now being plan- 
ned by the board of directors will feature 
problems of current interest to the deal- 
ers. One of the featured addresses will be 


EVERYTHING'S THERE! ) NOTA THING } 


; ISSING LA 


NORTHRUP, KING Egg Mashes 
Have What It Takes to Make Eggs / 


® When a hen makes eggs she needs all of the proper 
egg making materials to work with—just one element 
missing means that eggs will be missing, too. Northrup 
King Egg Mashes provide all these essential ingredients— 
proteins, minerals, carbohydrates and vitamins—blended 
and balanced for high-speed egg production. Here are 
mashes that mean more eggs and bigger profits for the 
poultryman—which means more sales and bigger profits 
for you! Get the facts now, write or call today! 


— Hear Northrup-King’s Almanac of the Air—WCCO—7 a.m. 


NORTHRUP, KING CO. 


DEPENDABLE 
SINCE 1884 


Minneapolis, 


Minnesota 


a discussion on advertising for the retail 
dealer by a man who has enjoyed a broad 
and successful experience in this connec- 
tion. 

The Wage and Hour Act and its relation 
to the feed industry will also be explained 
and, following a discussion by a well-qual- 
ified speaker, the meeting will be thrown 
open to questions and answers on the sub- 
ject. There will also be presentations of 
new methods in merchandising and a talk 
on the World Poultry Congress and the 
possibility of holding a nutritional school 
in the near future. 

Members of the organization are show- 
ing special interest in the proposed Min- 
nesota itinerant truck pedlar’s law which 
will be before the legislature at the time 
of the meeting. The bill seeks to curb 
and regulate irresponsible truckers by 
placing them under license and bond and 
requiring them to declare a place of resi- 
dence. 

Retail dealers themselves will also con- 
tribute to the program with such subjects 
as operation of portable mills to supple- 
ment their stationary grinder business, 
holding of special sales, open house, and 
the application of individual selling meth- 
ods. 

W. L. Ledine, president of the associa- 
tion, who was elected to the Minnesota 
senate on November 8 will preside at the 
sessions. The organization anticipates a 
record crowd. 


os 


@ CHARLES D. PECK has opened a 
new feed store at Somerset, Pa. 


Nutrition Expert Is Added 
To Archer-Daniels Staff 


Dr. D. M. Warren, formerly assistant 
veterinarian with the Montana Livestock 
Sanitary Board, has joined the staff of the 
Archer-Daniels-Midland Co., Minneapolis, 
Minn. In his new position he will serve 
as consultant on animal nutrition and 
director of veterin- 
ary research in con- 
nection with the 
firm’s livestock and 
poultry program. 

Dr. Warren is a 
recognized authority 
on animal nutrition 
and its influence on 
diseases and is the 
author of numerous 
bulletins on the sub- 
ject. He received his 
degree of veterinary 
medicine at Ohio 
State university after which he did post 
graduate work at the University of Wis- 
consin. 

In his connection with the Montana 
Livestock Sanitary Board he collaborated 
with Dr. Butler in clinical tests of the 
value of wheat germ oil as a nutritional 
factor. His work, particularly that of 
fowl leucosis, has received national recog- 
nition. 


DR. D. M. WARREN 
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Put These Ten Prize Selling Ideas 
To Work for You in 1939 


¢ Selected as Outstanding by The Feed Bag Staff 


HEN sales are sluggish a stimulant 
Wi: the form of a clever idea often 

adds the necessary impetus to 
create the difference between profit and 
loss. For the past five or six years The 
Feed Bag has gathered successful methods 
used by dealers in all parts of the country 
that have developed additional business 
and has presented them month by month 
as a special service to its readers. The year 
1938 has unveiled many workable ideas 
that have made cash registers ring and, 
as in previous years, the best selected by 
the staff of The Feed Bag are again pre- 
sented for consideration and application 
during the New Year. 


A Pennsylvania feed merchant keeps 

his clerks and outside salesmen 

working at top speed. He runs off 
imitation money on a mimeograph with 
each bill marked $10,000 and presents one 
to every person making a sale. The money 
is deposited with the bookkeeper and the 
first person to accumulate a million dol- 
lars gets a cash bonus. “It is surprising,” 
says the merchant, “how much this stunt 
keeps the sales force on its toes. It has 
been responsible for a nice increase in 
business and certainly keeps everyone 
fighting for that bonus. After a winner 
has been declared we start a new contest 
and thus keep it going the year ’round.” 


Every morning a successful feed deal- 

er in Minnesota has made a habit of 

asking himself, “where can I sell an 
order of feed today?” At night when he 
finishes his dinner he seats himself in his 
chair and asks, “what mistakes did I make 
that made me fail to sell all of my pros- 
pects today?” Then he proceeds to ana- 
lyze his conversation with the customer 
and usually finds the loophole that lost 
him the sale. This dealer reports that 
the simple matter of taking an inventory 
of himself has resulted in a consistent im- 
provement in his selling ability. 


Just before farmers started buying 

their seeds last spring a Wisconsin 

dealer called a meeting and invited 
his county agent and other agricultural ex- 
perts to speak on the value of planting 
certified grains. He also induced a local 
maltster to come to the meeting and tell 
what types of barley were most desirable 
for malting purposes. An expert from the 
state soil department was induced to con- 
tribute to the program by explaining meth- 
ods of testing which would determine the 
right fertilizers to apply. The dealer of- 
fered to send samples to the state for any 
farmers who wished to have tests made. 
As a result of the meeting this feed store 
owner realized a nice increase in his sales 
and also assisted his farm customers in 
growing better crops. He is planning to 
repeat the meeting again this spring. 


THE FEED BAG — December, 1938 


‘In New Jersey a feed merchant 

packed customers into his store with 

an alarm clock. He removed the 
hands from the timepiece and set it up on 
the cash register. Every day the dials in 
the rear were twisted and the alarm catch 
released. No one knew when the alarm 
was destined to ring, but when it did the 
person nearest to the cash register in the 
act of paying for his purchase received 
$1.00 additional in merchandise. Most of 
the customers were thus induced to loiter 
around the store longer than usual and 
bought additional things just in hopes 
that the alarm would favor them. 


Last year just as farmers in an IIli- 

nois dealer’s territory were letting 

their herds out on pasture he pub- 
lished a large advertisement in his local 
newspaper with a headline reading: “Your 
Cows Are Starving.” At the bottom in 
finer text he explained why dairy animals 
need a grain ration in addition to grass. 
An illustration of a bag of the special feed 
which the dealer recommended appeared 
with the copy. He reported that the ad 
attracted so much attention that several 
farmers came into the store for the pur- 
pose of making the dealer explain the rea- 
son for such a statement. Before the 
dealer has completed his story, the dairy 
herd owner was loading some of the feed 
on his truck. 


The idea of associating the amount 

of milk obtained from dairy cows 

with feeds was put across effectively 
by a New York state dealer. He obtain- 
ed a large lot of cream pitchers with an 
advertisement printed on the side reading, 
“Keep This Cream Pitcher Filled by Using 
Blank Feeds.” ‘The chinaware, ordered in 
large quantities, proved to be inexpensive. 
Pitchers were given away with every order 
for 200 pounds of feed or more. The stunt 
helped to bring many farm wives into the 
store and resulted in increased business for 
the dealer. 


sy Farmers are too busy to come to town 
during haying, harvesting and silo 
filling time and are in no mood to be 
solicited by salesmen. A Michigan deal- 
er has overcome this handicap by making 
it convenient for his customers to obtain 
necessary supplies of feed, fly sprays and 
other commodities. He prepares a direct 
mailing piece enclosing a convenient order 
blank and inserts an envelope requiring 
no postage. In the letter which accom- 
panies this material the dealer announces 
that he realizes it is a busy time and that 
he wants to cooperate by making it easy 
for the farmer to obtain his supplies. He 
asks the customer to fill out the order 
blank and slip it in the return envelope 
and promises that the store’s delivery 
truck will drop the items off in his yard 


within 24 hours. “We will bill you and 
you can drop in and pay us after you have 
finished your busy season,” adds the dealer 
as a further inducement. This stunt 
turned what would have ordinarily been a 
slump into a real busy season for the store. 


When a newspaper admits it has 

made a mistake it usually prints a re- 

traction with the familiar “Beg Your 
Pardon”. A feed dealer in Pennsylvania 
took advantage of this phrase to put 
across a message on the merits of his poul- 
try feed. An ad the first week contained 
a line in large type reading “101 Satisfied 
Customers Are Using Our Blank Poultry 
Mashes and Making More Money.” On 
the following week the dealer’s advertis- 
ing was headed “Beg Your Pardon”. The 
copy which followed below it read: “We 
are sorry. In our last week’s advertise- 
ment we announced that 101 customers 
were using Blank poultry mashes and mak- 
ing more money. This should have read 
115, since 14 new customers joined the 
ranks of satisfied users while last week’s 
issue of this paper was rolling off the 
presses.” Believing that such popularity 
must be deserved, customers kept the fig- 
ures increasing. 


A progressive feed dealer in Ohio at- 

tracted attention to his advertising 

for many months by having a series 
of silhouettes of well-known customers in 
his territory drawn by a local artist. These 
were made into zinc cuts and run at the 
head of the advertisements. The person 
of persons correctly identifying all of the 
men pictured were awarded with a hand- 
some merchandise prize at the end of the 
campaign. Below the silhouette the deal- 
er usually featured specials he decided to 
offer during each particular week. The 
stunt attracted attention to the advertis- 
ing and pleased the customers who were 
featured in the ads as well as providing 


profitable fun for their neighbors and 
friends. 


Many orders for feed and other 
] products are placed with a Penn- 

sylvania dealer over the telephone. 
Realizing the importance this played in 
his business he decided to improve the 
“sales technique” of his clerks. The deal- 
er had his private office phone connected 
with the one out in the store so that a 
conversation could he held. Several times 
a week he selected an employee and made 
him gives a sales talk to him on various 
products. After the conversation the deal- 
er pointed out how the selling talk might 
have been improved, how the clerk might 
put more personality into his voice, etc. 
It was surprising how telephone sales in- 
creased for this store after a month of 
such training. 
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GENE MORRIS 


Gene Morris is Appointed 
Gorton Distributor 


Gorton-Pew Fisheries, Glouster, Mass., 
has appointed E. F. (Gene) Morris, 
well-known feed salesman, as exclusive 
distributor for its cod liver oils in the 
Northwest. His territory will include 
Minnesota, Wisconsin, Iowa and North 
and South Dakota. 

Mr. Morris has been associated with the 
feed industry for the past 25 years, start- 
ing with Chapin & Co. in 1915. He then 
went to the Armour Grain Co. where he 
assisted in starting a commercial feed 
division. His next connection was manager 
of the feed department for Washburn 
Crosby Co. and while with the firm was 
located at various times at Buffalo, Kan- 
sas City and Minneapolis. 

In 1933 Mr. Morris joined the Farm 
Service Co., a division of General Mills, 
Inc., as a jobbing salesman, covering 
Minnesota and Wisconsin. Farm Service 
recently discontinued its jobbing depart- 
ment and Mr. Morris accepted his present 
position with Gorton-Pew. His headquar- 
ters will be at 4949 Vincent avenue 
South, Minneapolis. 


MeMillen Feed Mills, Inc. 
Elects New Officers 


D. W. McMillen, Sr., was named chair- 
man of the board and chief executive of- 
ficer of Central Soya Co., Inc., and Mc- 
Millen Feed Mills, Inc., Fort Wayne, Ind.. 
recently, following the annual meeting of 
the stockholders. Roy Hall, formerly ex- 
ecutive vice president, was elected presi- 
dent and D. W. McMillen, Jr., was elected 
executive vice president. 

Other officers elected include Robert P. 
O’Brien, vice president of Central Soya 
Co., Inc. and McMillen Feed Mills, Inc.; 
D. J. Bunnell, vice president of Central 
Soya Co., Inc., C. H. Hendrix, vice presi- 
dent of McMillen Feed Mills, Inc.; H. 
C. Offutt, vice president of Central Soya 
Co., Inc.; and McMillen Feed Mills, Inc., 
and E. T. Schele, assistant secretary-treas- 
urer of Central Soya Co., Inc., and Mc- 
Millen Feed Mills, Inc. 


How to Operate Feed Store 
On Streamlined Basis 


(Continued from Page Nine) 


ed to others who, while they may all be 
customers of yours, are nevertheless ac- 
tually competitors of theirs. You are ex- 
tending credit to someone who cannot pay 
cash for the merchandise they buy, other- 
wise they would not penalize themselves 
by asking credit. You, by extending this 
credit, are helping to keep in business 
competitors in the production of eggs, 
poultry, milk, etc., of your cash customers. 

The specter of bankruptcy seldom 
haunts a business operated on a cash and 
carry basis in both buying and selling. 
This is particularly true with a feed store 
whose assets are always exceptionally li- 
quid. 

In contrast to the evil of a 5 cent 
charge for credit, a like charge for deliy- 
ery is, from the customer’s standpoint at 
least, perfectly legitimate. He realizes 
that this cannot any more than cover the 
actual cost of delivery. In our store we 
will make this charge plain and at the 
same time endeavor to induce our cus- 
tomers to haul their own feed as much as 
possible. We will place a sign over the 
checking counter where it may be easily 
noticed: “All prices are net cash and 
carry. All items delivered are subject to 
an additional charge of 5 cents per 100 
pounds—minimum charge on each deliv- 
ery 15 cents.” 

Now then, let us follow Mr. Average 


Buyer about our store as, seeing this sign, 
decides he might as well haul his feed him- 
self and save this additional charge. He 
selects first, for instance, 200 worm cap- 
sules, 200 leg bands, 10 pounds of calf 
meal, a five-pound block of salt. He places 
these items, one by one, in his perambu- 
lator basket we have provided for his con- 
venience just like the super-markets use. 
But he sees, on his list, that he needs 200 
pounds of laying mash. 

He is temporarily puzzled as to how he 
is going to haul these two sacks of feed to 
the checking counter in the outfit we have 
placed at his disposal. But when he 
reaches the laying mash section of the 
store he finds that we have taken care of 
that situation for him also. On a stand 
or rack by each brand of mash he notices 
a file of cards above which he reads: “100- 
pound buyers use these,” or ‘“50-pound 
buyers use these.” He selects one of 
these cards on which he reads, ‘100 
pounds Blank Laying Mash; pay cashier 
and feed will be placed in your car.” 

Selecting two—the equivalent of the two 
sacks of laying mash he needs to complete 
his purchases—he then proceeds to the 
checking counter, pays for his purchases 
and by the time he is ready to leave finds 
that his two sacks of laying mash are being 
or have been placed in his car. And that, 
my friends, is streamlined feed merchan- 
dising! 


Christmas Thought 


By EMIL J- BLACKY 


What is there to tell about Christmas 

That already hasn’t been told, 

And how can a mortal who wields a pen 

Improve on the story of old? 

’Tis not tke mcre words of a greeting 

Uttered or scrawled in the sands 

Or the holly wreath in the window 

Nor gift boxes with colorful bands 

That portray the true meaning of Christ- 
mas 

And inspire its sacred intent 

With love and peace and friendly will 

Which for all of mankind was meant. — 

"Tis the star that beams from the 
heavens 

Reflecting on white-crusted snow 

And the smoke from a lonely chimney 

Bespeaking a firelight’s glow. 

’Tis the merry laughter of children, 

A mother whose heart’s quickened beat 

Ticks the moments when all of her loved 
ones 

Once more at her homestead will meet. 


’Tis the cheer brought the sick and the - 


aged 
With their desolate hours to spend 
Who find themselves part of the uni- 
verse 
In the gift or the call of a friend. 
’Tis the pause among warring nations 


Who declare that all conflict shall cease 

At least on the birthday of birthdays 

Of the Christ child—the symbol of 

peace. 

Yes, there are the many invisible things 

Which we see not and hear not but feel, 

Are the gifts known first by Three Wise 

Men 

Which move us and make Christmas real. 
@ GAYLORD STONE, Universal Mills, 
Fort Worth, Tex., brought two fine bucks 
back from his annual deer hunt this year. 
But many of his friends down Texas way 
have not seen nor tasted these bucks. The 
doubtful ones are giving credence to the 
reports of several farmers in that vicinity 
who claim they lost two jersey calves. 

W. T. CHAPMAN STRICKEN 

William T. Chapman, Midland Hay & 
Feed Co., Minneapolis, Minn., is on the 
road to recovery after a serious break- 
down November 29. Mr. Chapman had 
been at the office the day previous to his 
sudden illness. He was removed to North- 
western Hospital where several blood 
transfusions were administered. He has 
improved considerably since then, but 
doctors have advised a long recuperative 
rest. 
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MERRY CHRISTMAS 


Muiuwaukee, the market of personal service, 
cherishes not only your patronage but your personal = 
friendship and good will and extends to you best wishes 
for a Merry Christmas and a New Year abounding in all a 
the good things of life. 2 


Archer-Daniels-Midland Co. - P. C. Kamm Co. 


Feed and Grain Merchants Grain Merchants 


L. Bartlett & Son Grain Co. Chas. A. Krause Milling Co. 


Grain Commission Famous Badger White Hominy Feeds 
Brewers’ Cereals — Table Corn Products 


W. M. Bell Co. LaBudde Feed & Grain Co. 
Grain Commission Merchants Barley Receivers — Shippers Corn, Oats 
Roy I. Campbell J. V. Lauer Company 
Commission Merchant Commission Merchants 
Deutsch & Sickert Co. Mohr-Holstein Commission Co. 
Grain — Feed — Hay Shippers and Receivers 
Fraser-Smith Co. Munkwitz Realty & Investment Co. 
Grain Commission Merchants Building Management 
Johnstone-Templeton Co. G. W. Winston Co. 
Grain Commission Grain Futures 


MIL\Y~AUKEE GRAIN & STOCK EXCHANGE 


The Market of Personal Service Established’ 1858 
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Bedford Feed Co. Plant 
Does Big Volume 


(Continued from Page Fourteen ) 


immediately sacked and placed on the 
shipping floor. Farmers who bring their 
own grain for grinding and mixing are 
served quickly through the use of a multi- 
ple line of bins. As fast as these farmers 
can unload their grain it is processed ac- 
cording to their individual specifications, 
placed in bags and returned to the load- 
ing platform. 

The average production of the plant at 
present is eight tons an hour, and oper- 
ations are conducted on a 24-hour basis, 
three 8-hour shifts, every day except Sun- 
day. Storage space on both floors is taxed 
to capacity, thousands of tons of sacked 


ingredients being required to assure a 
constant flow of materials for the growing 
business. However, a stock checking sys- 
tem has been installed so that no mater- 
ials shall be on the floor more than two 
weeks from the time the bags are unload- 
ed at the railroad siding. 

“Bedford Fresher Feeds” is the trade 
name adopted by the company for its en- 
tire line which includes dairy and poultry 
feeds, hog chow, dog food and calf meal. 
This trade name is widely advertised 
throughout the area served by the com- 
pany by means of a monthly four-page 
illustrated newspaper with the title of 
“Bedford Feed Review”. All dealers who 
sell Bedford feed can turn in the names 
of their customers to receive this news- 
paper regularly. 

Approximately 90 per cent of the total 


This is the Plant in Which Vitand is Made 


FORTIFIED COD LIVER OIL 


Reinforced in Vitamin A and D for Poultry and Animal Feeds 


VITAND is a product of large-scale 
responsibility from start to finish. Its 
manufacturers want it to be a depen- 
dable product ... and have the exper- 
ience, organization and facilities to see 
that it is one. 


VITAND imports its cod liver oil in 
heavy tonnage ... so is not obliged to 
shop locally for whatever odd lots are 
in the market. It is the product of a 
firm specializing in fine oil products. 


It is made in its own plant, equipped 
with modern refining and processing 
machinery. It is exhaustively tested 
during and after manufacture, by both 
chemical and biological laboratory meth- 
ods. Every lot is chick-tested before it 
is passed for shipment. 


VITAND is guaranteed to contain a min- 
imum of 3,000 U.S.P. units of vitamin 
A and a minimum of 400 A.0.A.C. chick 
units of vitamin D per gram. 


Wrie to NAPTHOLE, INC., BOONTON, N. J. 


or these distributors: 


KING BROTHERS, Philadelphia 

JESSE C. STEWART CO., Pittsburgh 
WARNER'S MILLS, Alliance, Ohio 
HAYNES MILLING CO., Portland, Ind. 
V. E. HERTER CO., Dayton, Ohio 


NORTHRUP, KING & CO., Minneapolis 


MICHIGAN FEED & GRAIN CO., Detroit: 


SAM KRAUS, Fort Wayne, Ind. 
WOOSTER FEED MFTG. CO., 
Wooster, Ohio 


FARLEY FEED CO., Janesville, Wis. 
Also Warehouse Stocks at: CHICAGO, ILL. INDIANAPOLIS, IND. LANSING, MICH. 


production of commercial feed is sold to 
dealers while the remaining 10 per cent 
is sold to farmers at the plant. However, 
sales at the plant are made at the regular 
retail price, so that a farmer pays the 
same price whether he buys from a dealer 
or from the plant. It has been found that 
to develop a loyal force of dealers they 
must be protected on resale prices. As a 
result of this firm price policy, Bedford 
feed is enthusiastically sold by dealers 
within several miles of the plant. 

Contrary to the experience of many 
other large feed mills, the Bedford execu- 
tives find that custom grinding for farmers 
is a profitable business and is being en- 
couraged. Farmers are requested to bring 
their grain to the plant between 7 a.m. and 
3 p.m. It is during this eight-hour shift 
that most of the custom grinding is done. 
After 3 p.m. all the machinery is geared 
on a high production schedule for the 
company’s own lines of commercial feed. 

Albert C. Grosche, the company’s chem- 
ist and technical expert, regularly makes 
a chemical analysis of all ingredients en- 
tering into the feed and also makes regular 
tests of moisture content of grain. In 
addition to his work he is also available 
to all users of Bedford feed in an advisory 
capacity. He is frequently called out to 
diagnose ailments of poultry and cattle 
to prescribe the proper treatment. 

Stress Fresher Feeds 

“Ever since we started operation,” ex- 
plained Mr. Bixler, “we have had to con- 
tend with unfavorable factors from a 
profit angle. The most important of these 
is the fact that there has been a decline in 
prices of grain and that we have not yet 
had the opportunity of operating on a ris- 
ing grain market. Nevertheless, with a 
plant investment of $60,000 and extra- 
ordinary starting expenses we have been 
able to break even to date. 

“During the first six months I made all 
sales contacts personally and established 
a large number of dealer outlets. At the 
present time we have three salesmen who 
are constantly adding to our list of deal- 
er accounts. During the past year our 
total volume was $250,000 and we antici- 
pate a large gain during the next year. 

“Our entire sales program is built on 
the ‘Fresher Feed’ slogan. Practically all 
our feed is shipped frrom the plant within 
24 hours after it comes from the mixers. 
We do not encourage dealers to buy large 
quantities in advance because we explain 
to them that our three trucks and our 
railroad facilities make quick delivery 
possible anywhere in our territory. 

“Farmers likewise are instructed to buy 
their requirements frequently to get the 
greatest possible benefit from the feed, 
and through our regular delivery service 
we are able to give them fresher feeds 
than they had in the past. 

“We are optimistic about the way our 
feeds have been received by users and feel 
confident of a steady growth in the 
future.” 


@ DAN STAKER feed and implement 


store, Cazenovia, IIl., was destroyed by 
fire, November 19. 


@ C. W. BRICK Milling Co. plant, Col- 
umbus, N. J., was destroyed by fire No- 
vember 9. 
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Consumers Guide Praises Mixed 


Feed Farm Article 
Points Out That Feed Buyers Are Lucky 


BOOST for commercial mixed feeds 
A under the heading “Feed Buyers Are 
Lucky” appeared in a recent copy 
of the Consumers’ Guide, a publication is- 
sued every two weeks by the Consumers’ 
Counsel Division of the United States de- 
partment of agriculture. Following are ex- 
cerpts from the information given in the 
article to feed users: 

“When the little pig goes to market to 
buy a mixed feed for himself he does not 
buy a pig in a poke. Nor does his owner, 
the farmer, when he buys mixed feed for 
his other stock. In 46 of the 48 States 
today there are feed laws. Because of 
these feed laws, there is hardly a bag or 
package of commercial mixed feed sold 
which does not give feed purchasers the 
information they need to know at the time 
they make their purchases. 

“North Dakota which has a typical feed 
law, for example, requires this informa- 
tion upon each package of commercial 
mixed feeds: 

“1, Name of each ingredient used; 2. 
Guaranteed minimum amount of crude 
protein; 3. Guaranteed minimum amount 
of crude fat; 4. Guaranteed maximum 
amount of crude fiber; 5. Net weight; 6. 
Name, brand, or trademark of the feed; 
7. Name and address of the manufac- 
turer; 8. Maximum amount of peat, hu- 
mus, or moss; 9. Exact amount of foreign 
mineral matters and unwholesome feeding 
materials. 

“Consumers dashing off to the store to 
get a box of breakfast food, or stopping in 
the drug store on the way home for a tube 
of toothpaste, might run over such label 
requirements, and say, ‘So what! I don’t 
care how much protein there is in my 
toothpaste, and as for the amount of moss 
in my breakfast food, why words fail me.’ 

“Significantly, however, the descriptive 
information required for mixed feeds is 
precisely the information farmers need 
when they purchase feedstuffs. With it 
they can buy economically the diet ele- 
ments they want. 

What Farmer Wants 

“Farmers buy mixed feed for the nutri- 
ents they contain, their proteins, fats, car- 
bohydrates, and mineral salts. So when 
the farmer goes shopping he wants to 
know how much protein, how much fat, 
and how much carborhydrate, he is getting 
in the feed he is buying. The label infor- 
mation tells him the percentage of the im- 
portant nutrients the feed he is buying 
contains. 

“These nutrients, however, cannot be 
given to animals in their pure form. Thus 
fiber is necessary in some feeds and is not 
an adulterant, despite the fact that feeds 
high in fiber content are less digestible 
than other feeds. For the farmer’s pur- 
poses, an excessive fiber content reduces 
feed efficiency. Other nutrients are added 
to feeds to meet dietary deficiencies. But 
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the percentage of the important nutrients 
in the feed is listed on the label. Feed 
purchasers at least have some idea what 
they are paying for. 

As a further guarantee to farmers, feeds 
may not by law contain substances dan- 
gerous to the health of domestic animals. 
Together, the positive requirement that 
the labels list the ingredients in a feed 
with the percentage of principal nutrients, 
plus the enjoinder against the use of dan- 
gerous substances in feedstuffs, give the 
buyers of feedstuffs a pocketbook insur- 
ance far exceeding any that buyers of 
foodstuffs get. 

“Nor is it that farmers are more con- 
cerned about their cattle than their fami- 
lies. It is simply that farmers, like other 
consumers, are less acutely aware of them- 
selves as consumers than as producers. 
Despite the resemblance between the feed 
laws and the food and drug laws, feed laws 
are designed to protect farmers as pro- 
ducers, rather than farmers as consum- 
ers. These laws first appeared in the lat- 
ter part of the 19th century together with 
a number of other laws which also look 
like, but are not, consumer legislation. 

No More Adulteration 

“Mixed feeds, which farmers began to 
buy, were often sold with the assurance 
that they contained protein and fat, but 
instead they frequently contained shredded 
straw, sawdust, ground corncob, and al- 
most any other adulterant. As producers 
then, to protect their business, farmers 
combined to get laws on the statute books 
that reduce their bargaining disadvantages 
with the sellers of adulterated feed prod- 
ucts. In the states, statute books began 
to fill up with feed laws, fertilizer laws, 
weights and measures laws, and other 
legal protections against practices which 
cut farmers’ economic legs from under 
them. 

“Like all new laws, the feed laws met 
with opposition when they first were pass- 
ed. It was not long, however, before most 
everyone was shouting their praises. In 
Vermont, for example, in 1923 the agency 
charged with the enforcement of the law 
found itself hampered by a lack of funds. 
At this moment the feed manufacturers, 
who were to be regulated and inspected, 
approached the agency with a plan to pro- 
vide adequate funds for inspection. Then 
the regulating agency, and the business to 
be regulated, together appealed to the 
state legislature to enact the new tax plan 
into law. 

“When feed manufacturers today meet 
in their annual convention they are ad- 
dressed by a representative of the Asso- 
ciation of Feed Control officials. And 
when the feed control officials meet in 
their annual convention they are addressed 
by a representative of the feed manufac- 
turers. The two associations work to- 
gether; advise each other, consult with 


each other, to the end that the industry 
and the farmers they both serve may bene- 
fit. 

“Nor does cooperation stop there. 

“The 46 states which have enacted feed 
control laws have enacted different laws 
with varying requirements in many cases. 
Some do not measure up to desirable 
standards in the minds of feed control of- 
ficials. The multiplicity of the laws har- 
asses manufacturers in that they must pre- 
pare their products and their labels to con- 
form with many standards. Both the feed 
manufacturers and the control officials 
therefore believe there should be a uni- 
form law in all states. Drafted by the 
American Association of Feed Control 
Officials, this uniform law has the support 
of the manufacturers. 

“Manufacturers to sell their feeds in 
most states must list their ingredients on 
the packages. The moment a manufactur- 
er makes a false statement on a label, if 
his product is in interstate commerce, he 
runs afoul not only of the state law there 
but also the federal law. Without dupli- 
cation state and federal laws gear togeth- 
er so efficiently that there is no legal no 
man’s land into which neither’ state nor 
federal officials may go. 

“Inside the states the feed control 
agencies maintain testing laboratories in 
which samples of feed sold in the state 
during the year are analyzed. Here the ac- 
tual contents of the feed are checked 
against their claimed content. Too, the 
percentage of each important nutrient 
and also of fiber or filler is verified. The 
results of these analyses are published 
each year in annual reports and farmers, 
wanting more information about the feed- 
stuffs they buy, may obtain these analyses, 
keep them and take them along when they 
go buying. 

Manufacturers Pay Taxes 

“To finance feed laws enforcement, all 
except one of the 46 states that have feed 
laws require manufacturers either to pay 
a brand tax or to pay a tonnage tax, or 
in some cases to pay both. Under the 
brand tax, manufacturers, before they may 
sell their feedstuffs in the state, must reg- 
ister their brand with the state feed con- 
trol officer. The money collected from 
brand registration in some states has been 
not only large enough to finance enforce- 
ment of the feed control laws but also to 
support state experimental farm experi- 
ments in search of better feedstuffs. Ton- 
nage taxes are based upon the amount of 
feedstuffs sold by a manufacturer in the 
state. Usually the manufacturer buys 
stamps from the state. Then every bag, 
sack or container of feedstuff sold must 
be accompanied by a canceled stamp of 
the proper denomination. 

Louisiana consumers, when they pass- 
ed their food and drug law, took a tip 
(Continued on Page Forty-nine) 
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BEFORE YOU REGISTER for 1939 


@ The JERSEE-izer Feed Plan will make 1939 
an outstanding profit year for you Mr. Feed 
Dealer. With our plan you manufacture Con- 
centrates and Mashes that have vitamin dependa- 
bility. Important elements are laboratory tested. 


®@ Our plan, used by hundreds of feed dealers 
from coast to coast for a score of years, has 
brought more profitable feeding results to thou- 
sands of farms. 


@We register your feeds, furnish tried and 
tested formulas, tags carrying six vitamin and 
iodine seals, effective sales help. 


SAVE MONEY 


Use one-half as much JERSEE 
as of any other concentrate. 


Jersee Balancer For full particulars, 


write, 


The Jersee Co. 


MINNEAPOLIS, 
MINN. 


MILK 
MINERALS 


Merry 


and 


Happy Car 


OLD PROCESS 


37% LINSEED MEAL 


PITTSBURGH 


PLATE GLASS COMPANY 
Linseed Oil Division 


Milwaukee, Wisconsin 


Merry Christmas 
and a 


Happy New Year 


: The entire staff of the Northern 
Milling Co. joins in wishing you every 
happiness for the Christmas season and 
the New Year to come. Your past pa- 
tronage has been greatly appreciated 
e $2 


and we shall continue to strive to merit 
your good will and confidence. 


NORTHERN MILLING CO. 


WAUSAU Since 1883 WISCONSIN 


MALT 
SPROUTS 


FEED BARLEY 
( Malt Hulls 
Barley Screenings - Barley Chaff 
Always Available 


DTERT 


MILWAUKEE 
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Feed Industry Takes Active Part 
In World’s Poultry Congress 


e Scores of Attractions Planned for Event 


ELEGATES from four corners of 
D the world will come by boat, train, 

airplane and automobile to Cleve- 
land next year to attend the Seventh 
World’s Poultry Congress and Exposition, 
July 28 to August 7. The gathering, which 
should easily be the feature of all trade 
enterprises for 1939, will be actively par- 
ticipated in by all branches of the feed in- 
dustry. 

Perhaps the average reader does not as 
yet realize the importance of the World’s 
Poultry Congress to this country in gen- 
eral and the feed industry in particular 
but when you consider that already prac- 
tically every hotel in Cleveland is booked 
solid for the duration of the event the 
full importance is evident. 

Preparation for the exposition has been 
going on for more than a year and already 
the site of the congress is taking definite 
form on the shores of Lake Erie. 

The exposition will abound in features 
which will interest every member of the 
feed and allied industries. Following are 
some of the highlights of this great event: 

An anticipated attendance of over 500,- 
000 persons from every state in the United 
States and over 60 foreign countries. 

The United States government, over 40 
states and at least 25 foreign countries 
will have educational exhibits covering 
two acres in the Hall of Nations and 
States. 

A competitive live bird exhibit open to 
the world but limited to 7500 entries in- 
cluding all species, breeds and varieties. 

An international live bird exhibit, de- 
picting the breeds and varieties of poul- 
try developed by and especially adapted 
to foreign countries. 

Eleven-Day Youth Program 

An eleven day youth program, including 
the Hall of Youth, educational exhibits, a 
Youth camp, competitive judging and 
demonstration team contests for 4-H club 
members and Future Farmers of America, 
also demonstrations, stunts and unusual 
contests for Rural scouts and other youth 
organizations. 

An Indian village where representatives 
of over ten tribes will demonstrate feath- 
ercraft, tribal ceremonies and dress. 

Daily educational tours to important 
historical points and industrial plants 
within easy reach of Cleveland. 

A scientific program conducted in four 
official languages, English, German, French 
and Spanish, under auspices of World’s 
Poultry Science association and Poultry 
Science Association of America. 

A daily popular program of particular 
interest to practical poultrymen, breeders, 
hatcherymen, turkey growers, retail and 
wholesale market men, cooperative market 
associations, etc. Speakers will be men 
and women nationally known for out- 
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standing achievement in their particular 
lines. 

A mammoth consumer program open to 
the public which will bring together na- 
tional and international celebrities and 
leaders in the health, nutritional and cul- 
inary fields. Special consideration will be 
given to new uses of poultry and eggs in 
this country and abroad. 

The continuous operation of a transpar- 
ent kitchen in the Hall of Industry where 
preparation and use of poultry and eggs 


Feed Manufacturers are extending whole- 
hearted cooperation to the World’s Poultry Con- 
gress. Shown presenting his check for membership 
is H. G. Atwood (left) president, Allied Mills, Inc. 


will be demonstrated by specially trained 
home economists. 

Dedication of the Cleveland Cultural 
Gardens at Rockefeller park—a great in- 
ternational event and project devoted to 
better understanding and greater civic in- 
terest among the various nationally groups 
comprising American citizenry. It will be 
carried by radio to the four corners of the 
world. 

An opening ceremony on Friday, July 
28, 1939, which will bring together gov- 
ernment representatives from over 60 na- 
tions and will be featured by the release 
of several thousand carrier pigeons sym- 
bolizing the far flung interest in the 
World’s Poultry Congress and the wide- 
spread influence of this billion dollar 
poultry industry which contributes to the 
livelihood of more than 6,000,000 Ameri- 
can families. 

Educational exhibits including a Parade 
of the Breeds or Specimen Pen exhibit 
showing one specimen pen of four females 
and one male of each variety of standard 
bred poultry including chickens, turkeys, 
bantams, waterfowl, ornamental fowl, and 
other feathered creatures. A similar ex- 
hibit of over 500 different varieties of 
pigeons shown in pairs typifying the mon- 
ogamous characteristics of the pigeon in 
contrast to other forms of domesticated 
poultry. 

A vast educational exhibit tracing the 


history of poultry breeds from the orig- 
inal jungle fowl to present day breeds 
which have become highly commercialized 
in every country of the World. 

The greatest array of theme or educa- 
tional exhibits relating to various branches 
of the poultry and allied industries ever 
assembled in any country. Those exhibits 
sponsored by various organizations and 
trade groups will be arranged in chron- 
ological order to show the proper sequence 
of various steps from the production of 
eggs and baby chicks to their consumption 
as human food or their use in industry 
and commerce. 

A mammoth trade or commercial ex- 
hibit occupying over five acres of floor 
space, beautifully housed in Cleveland’s 
Public auditorium and Lakeside Exhibition 
hall. Every product and latest type of 
equipment necessary to the production, 
processing and marketing of high quality 
poultry and eggs will be on display with 
leading factory representatives present to 
demonstrate their use. 

Convention of Conventions 

A Food Palace occupying 22,000 sq. ft. 
of floor space which will feature all brands 
and types of food products directly a 
part of or allied with the poultry industry 
as well as the methods employed in mak- 
ing them conveniently available to the 
consumer. 

A convention of conventions in which 
over 100 international, national, regional 
and state organizations covering every 
phase of the poultry and allied industries 
will meet in Cleveland on this auspicious 
occasion. 

Several carefully organized and well di- 
rected tours prior to and immediately fol- 
lowing the congress which will attract 
people to Cleveland and will give those at- 
tending an opportunity of seeing points 
of historic and commercial interest in 
various parts of the United States at com- 
paratively low cost. 

A continuous program of wholesome en- 
tertainment for every member of the fam- 
ily sponsored by and conducted under the 
auspices of the City of Cleveland and the 
World’s Poultry Congress Corp. of Cleve- 
land. 

Special daily feature programs carefully 
arranged to spread the highlights of inter- 
est and attendance through the entire 11- 
day period. 

This occasion centering around the sev- 
enth triennial meeting of the World’s 
Poultry Science association, is being spon- 
sored by the poultry industry of the 
United States cooperating with the 
United States government. It represents 
the first congress of its kind ever held in 
this country and in all probability no 
similar event will occur during the next 
generation. 
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MILLERS of 
Grain Specialties 


Feed Mixers 


Feeding Rolled Oats 

Whole Oat Groats 

Steel Cut Oat Groats 
Ground Oat Groats 

Feeding Oat Meal 

Pulverized and Bolted Oats 
Oat Mill Feed 

Oat Mill Feed with Molasses 


PULVERIZED AND BOLTED 
SCREENINGS 


STEAM CRIMPED OATS 
STEAM ROLLED BARLEY 


Fast Service 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


a: cost source of VITAMIN A | 


Forget mixing troubles — cut your mixing 
costs — insure ample vitamin A content in 
your feeds with Caratone, the new free- 
flowing powder. 


_L/ Vitamin A from Natural Sources 
Caratone, a carotene product, is nature’s own 
source of vitamin A. It provides vitamin A activ- 
ity as found in yellow corn, carrots, tomatoes 
and leafy plants. Of vegetable origin, and palat- 
able, Caratone not only saves time and cost—but 
definitely adds to the acceptance of your feeds. 


Write for Full Information 
Get the Caratone story now — see how easy it 
is to mix—how easy to handle. Packed in kraft 
lined jute bags, there are no drums to bother 
“ about — no return charges. 


Your customers, too, will appreciate the 
extra values of feeds fortified with Caratone. 


EFF LABORATORIES, ert. 10 CLEVELAND, OHIO 
Canctene Products by the gramorcar" 


SALT 


| Highest Quality 


Prompt Service 


= 


MORTON SALT COMPANY 


MILWAUKEE e¢ WISCONSIN 


healthier cattle—for finishing off 
fo i hogs faster—for increased milk 


COMM 


checks—for more and better eggs 
—bigger poultry profits— 


Recommend and Sell . 


MARBLEHEAD 


CALCIUM CARBONATE 


UNIFORM—CHEMICALLY FIXED 


MANGANESED CALCIUM 


MARBLEHEAD “98” 
PULVERIZED CALCIUM CARBONATE 


Outstanding quality—prepared to your specifica- 
tions—easily and uniformly mixed with mashes 
and feeds. 


Write for Samples a Prices 


MARBLEHEAD LIME CO. 


160 N. La Salle St. — Chicago 
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Make Your 


Impression On 


10,000 


ACTIVE 
BUYERS 


Every Day of 
the Year 


BY ADVERTISING IN 


The Feed Bag Annual 
For 1939 


But You Will Have to Hurry 


@ Within a short time The Feed Bag Annual 
for 1939 will be rolling off the presses. It’s not 
too late, however, to obtain a good position in 
this big, attractive and popular reference book 
of the feed industry. Replete with facts, 
crammed with useful material and handsome- 
ly prepared, The Feed Bag Annual will be 
used consistently by 10,000 progressive mem- 
bers of the industry throughout 1939. 


RESERVE SPACE NOW IN THE ONLY 
BUYERS GUIDE AND REFERENCE BOOK 
OF THE FEED INDUSTRY 
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There’s A Real Farm Atmosphere 
About Schear’s Feed Store 


e Converts Barn Into Thriving Station 


UT in the country by itself, at the 

intersection of two well-traveled 

gravel roads, and not far from the 
outskirts of Flint, Mich., but far enough 
so that there isn’t anything but a tiny fill- 
ing station anywhere in sight is the Schear 
feed store. This store occupies what was 
once a barn for a famous farm. The farm 
was owned for many years by W. A. Pat- 
terson, well-known as a manufacturer in 
the old days of buggies and autos, particu- 
larly buggies. 

Business Naturally Grew 

Schear worked for a number of years 
at the Buick plant in Flint. And thereby 
hangs a tale, for it was this fact which 
got him started a half-dozen years ago in 
the feed business. Living out in the coun- 
try where there was plenty of room, he 
raised rabbits in his spare time. By taking 
extra care in the dressing of the rabbits 
and making sure his customers were 
pleased, he was able to develop a nice lit- 
tle business among the General Motors 
officials in Flint. To save money, he 
ground and mixed his own rabbit feed, 
using a 1 h.p. engine. There were num- 
erous other Buick workmen who lived in 
the general vicinity of Schear and they 
began dropping around to buy rabbit feed. 
So quickly did the rabbit feed business 
develop that often Schear would be up 
until midnight grinding and mixing the 
feed. 

Then, with the depression hitting the 
automobile industry, Schear was laid off. 
This enabled him to devote full time to 
his venture and it wasn’t long before the 
feed business shoved the rabbit raising 
out of the picture and, in fact, became 
profitable enough so he refused to return 
to work at the factory. 

The customers at the Schear feed store 
are divided into two distinct groups. First, 
there are the factory workers who have 
a small flock of chicken, a cow, and maybe 
two or three pigs. Second, there are the 
large farmers. 

Puts Damper on Arguments 

Hog feed business took a big boost at 
the Schear feed store a couple of years 
ago due to a certain litter of pigs that was 
raised on the farm. The hog lot was at 
the very side of the feed store. When the 
litter was finally sold in Detroit it was 
said by the authorities to be the best fin- 
ished litter for its age that had ever come 
to that market. The pigs were fed exclu- 
sively the brand of hog feed handled by 
Schear. At the age of five months and 
10 days this litter of 12 pigs weighed 228 
pounds. Whenever a prospect questioned 
the quality of his hog feed, Schear had 
only to take him out to the hog lot. Word 
about the pigs spread around the country- 
side, bringing many people to the store 
just to see them. 

There is one delivery a day from the 
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L. R. Schear and his feed store in a barn. 


Schear feed store and any order, no mat- 
ter how small, will be delivered. In the 
winter time, when there is little doing on 
the farm, the farmers like to gather 
around the stove in the office of the Schear 
store to talk politics. While the office is 
rather small for that sort of thing there 
are benches and chairs enough to accom- 
modate a reasonable number. Sometimes 
things get pretty crowded. With the 
nearest store at least a mile and a half 
away, Schear finds a good trade in to- 
bacco and candy to these farmers. 


Once in a while politics flies a little too 
fast in the discussions and then Schear 
quietly gets up and stirs the fire in the 
stove. In a few minutes it gets so hot 
some of the farmers begin to leave. In 
fact, they have come to accept the stir- 
ring of the fire as a tactful signal to calm 
down. 

The big barn itself is remodeled for 
feed store purposes to the extent of the 
erection of a large wooden awning across 
the front for the unloading of trucks when 
it is raining and the building of the office. 


Swinging on the Barnyard Gate 


“Come, come, Mrs. Cackle! You can’t blame that on me.” 
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You Can Have It, and Make More 
Profit Without Raising Your Feed Prices 


Yes ... Vitamin E is now widely recognized by breeders and dairymen, as 
well as scientists, as an important factor in the correction of breeding dis- 
orders. There is also plenty of evidence that the ordinary ration — even 
green feeds— do not contain enough of this important element. Our farm 
paper advertising is bringing in hundreds of answers, day after day, as proof 
that dairymen and breeders are determined to do something about this 
Vitamin E deficiency. Now is the time for you to take advantage of the 
demand. Don’t wait till your customers begin switching to other brands. 


THE SATURATION METHOD 


Other elements that you have had to add to your feeds 
from time to time have increased the cost. However, 
in supplying Wheat Germ Oil, the richest known 
source of Vitamin E, it has been found that a liberal 
amount, all in one dose at the beginning of a treatment, 
gives the best results. The ero’ method is to give 
a saturation dose (4 oz.) of ADM Wheat Germ Oil, 
then follow by using a standardized Vitamin E fortified 
feed in the daily ration. Your profit from the sale of the 
Wheat Germ Oil will more than pay for the slight 


OUR EXPERTS WILL HELP YOU 
RECONSTRUCT YOUR FEED FORMULAS 


Our experienced staff contains some of the country’s 
foremost experts in building formulas in line with the 
latest developments in animal nutrition. They will 
gladly help you build new formulas incorporating ADM 
Wheat Germ Oil concentrates. Get in on the ground floor 
with this new, important feed discovery. Mail the cou- 
pon today, for complete facts and data. There will be 
no cost, no obligation. 
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additional cost of adding the concentrate to your feed. 

That’s the plan in a nutshell, but we want to tell you 
more about it—give you reports from prominent breed- 
ers and scientists, both in America and Europe, that 
tell how the ADM Wheat Germ Oil treatment has 
brought back cows that were wearing out before 
their time— made ready breeders out of cows that 
were apparently sterile ... put new potency into 
sluggish bulls. Mail the coupon today, and get the 
interesting facts without obligation. 


CUT YOURSELF IN ON THIS NEW 


| ARCHER-DANIELS-MIDLAND COMPANY, 
627 Roancke Euilding, 
: I am interested in additional facts and data on the need for 
i Vitamin E in dairy rations, and methods of fortifying mixed feeds 
with Wheat Germ Oil. Please rush me free information at once. 


am a-dealer. J} am a manufacturer. 
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“Get The Bag With The 
Big Blue PILOT Wheel On It” 


Hundreds of Thousands 
of Poultrymen do 


OYSTER SHELL PRODUCTS CORPORATION 
New Rochelle, N. Y. St. Louis, Mo. London, England 


Better Built Bags 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


* * * If I went into a store 
and saw a bag like that, I'd 
buy it whether there was 
anything in it or not. It cer- 
tainly is a fine looking job. 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


(WERTHAN)_— 


Fernando Valley Co. Plant 
Destroyed by Fire 


One of the most disastrous fires in the 
history of the feed industry recently de- 
stroyed the plant of the Fernando Valley 
Mill & Supply Co., Van Nuys, Cal. Total 
loss was estimated at $200,000. 

Eleven fire companies were unable to 
save any portion of the buildings and had 
difficulty in preventing the spread of the 
blaze to adjacent property. 

The Fernando Valley Mill & Supply Co. 
was established in 1916 as a small store 
building at Van Nuys and has expanded 
into one of the largest feed and grain con- 
cerns in Southern California. Its alfalfa 
meal plant, recognized as one of the larg- 
est in the country, is located at Lancaster, 
Cal. 

G. S. Steere, president of the company, 
announces that plans are being rushed for 
an ultra-modern concrete plant to replace 
the one destroyed. It will be located on 
the same site, and will have a floor space 
of 90,000 square feet. Immediately fol- 
lowing the fire temporary quarters were 
established and operations are being con- 
tinued without inconvenience to custom- 
ers. 


@ CLIFFORD M. BLATCHLEY has re- 
signed his position with Meech & Stod- 
dard, Middletown, Conn., and has formed 
a new company which will operate under 
the name, Blatchley & Ballard, Inc. A 
wholesale grain and feed business will be 
conducted. 


‘TRACE MINERALS” 


XPERIMENTS have shown that minute quantities of 
You certainly did a fine job E: 


iodine and manganese are needed by poultry and 
animals. Limestone Products Corporation now gives 
you an easy method of adding these two minerals to 
feeds in the small quantities required. 


IODIZED CALCITE 
A precise combination of potassium iodide and cal- 
cite flour. Mixed fresh as ordered—no loss of iodine 
content due to storage. 


MANGANESED CALCITE 


Calcite flour combined with manganese sulphate in 
bd the exact ratio you want. 

These precision-built mineral supplements are as 
easy to use as ground limestone. They provide a 
simple, economical, accurate way to put these im- 
portant “trace” minerals into your feeds. 

Write or wire for quotations, samples, and information. 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 


NEWTON, N. J. 
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Feed Manufacturers Pick East 
For 1939 Convention 


ROMPTED by requests from many 

of its northeastern members the board 
of directors of the American Feed Manu- 
facturers association has voted to hold its 
annual convention for 1939 at Saranac inn, 
Saranac, N. Y., June 12 and 13. 

The meetings will be held on Monday 
and Tuesday and those who wish to at- 
tend the New York World’s Fair can pur- 
chase reduced fare round-trip tickets with 
a small extra charge for the stop-over at 
Saranac. Following the convention they 
can take a sleeper for New York, arriving 
there Wednesday morning. 

“Saranac inn,” reports Ralph M. Field, 
president of the association,” is on Saran- 
ac lake in the Adirondacks and is a beau- 
tiful spot. Personal investigation has sat- 
isfied us that it will meet our requirements 
as a convention location in every respect 
and will offer many opportunities for re- 


@ WINDERMERE MILL, located at 
Windermere Village, Conn., has been pur- 
chased by Joseph Lavitt and Jacob Cohen 
of the Rockville Grain & Coal Co., Rock- 
ville, Conn. 


a GEORGE DECKER and George Bass, 
formerly associated with the Van Vechten 
Milling Co., Buffalo, N. Y., have organ- 
ized Decker & Co. and will deal in flour, 
feed and grain. Offices have been estab- 
lished in the Van Vechten mill quarters. 


@ J. W. SNYDER has been appointed 
manager of the Dietrich & Gambrill feed 
manufacturing plant, Lewisburg, Pa. He 
succeeds W. T. Staley. 


@ ADOLPH STROHBUSCH, proprietor 
of the Cambridge Feed & Produce Co., 
Cambridge, Wis., announces the reopen- 
ing of his feed mill. It was temporarily 
closed pending remodeling and installation 
of machinery. 


HEADS OMAHA EXCHANGE 

J. L. Welsh, Butler-Welsh Grain Co., 
has been elected president of the Omaha 
Grain Exchange to succeed J. H. Weaver, 
Nebraska Consolidated Mills Co. F. C. 
Bell, Bell-Trimble Grain Co., was chosen 
first vice president; R. E. Miller, Updike 
Grain Corp., second vice president, and R. 
M. Scoular, Scoular-Bishop Grain Co., 
treasurer. Frank P. Manchester, for 29 
years Secretary of the exchange, retains 
his position. 


NEW YORK 

John M. Thiel, who operated a feed mill 
at Buffalo since early youth died at his 
home. recently following a year’s illness. 
He was 53 years old. 

Checkerboard feed stores have opened 
a new branch in the old Opera house, 
Bainbridge. Kenneth Scholefield has been 
appointed manager. Stores are also op- 
erated at Norwich and -Greene. 

GLF feed store, Oswego, has applied for 
a permit to construct an addition which 
will cost approximately $2500. 
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creation, including a splendid golf course. 

“Train service leaving Chicago about 11 
a.m. will land us at Saranac early the next 
morning and those from the West and 
North who usually spend a day in Chicago 
enroute will find their elapsed time in 
transit the same as usual. 

“Our northeastern members who are 
many in number have been very faithful 
in making long trips to other points to 


attend the convention and the directors’ 


felt that it would be only fair to hold the 
meeting in their territory this year.” 


@ HARRY L. REINSHAGEN, manager, 
Minneapolis, office of the Cereal By-Prod- 
ucts Co., who has been convalescing from 
a heart attack since early October is 
gradually recovering. 


INDIANA CONVENTION 

The Indiana Grain Dealers association 
will hold its 38th annual convention at 
the Columbia club, Indianapolis, January 
23 and 24. Topics on the program will 
deal with problems of current concern to 
the trade and entertainment will include a 
banquet and other features. C. C. Barnes, 
Winchester, president, and Fred K. Sale, 
Indianapolis, secretary, are busy preparing 
the program. All members of the trade 
are invited to attend. 


organization. 


and Contra 


IBBERSON Kandiyohi, 


The mill and feed plant of the Kandiyohi Farmers Union 
Elevator Co. is one of many throughout the Northwest that 
were planned, built and equipped by IBBERSON. See our 
ad next month for picture of the interesting, compact in- 
terior arrangement of above plant. 


Consultation Without Obligation 


You can profit by the 50 years’ experience of the IBBERSON 
Write us in full confidence. 
book of IBBERSON-Built Grain Elevators and Feed Mills. 


Ask for the 


— 


Ralph Field Cites Importance 
Of Good Feed Control 


(Continued from Page Sixteen ) 


have joined hands in trying to make laws 
good and effective and strived for uni- 
formity among the several states in their 
laws and regulations with the definite pur- 
pose of giving purchasers of feeds value 
for their money. Each large feed manu- 
facturer has a research department headed 
by college trained men and a great many 
of them have experimental farms staffed 
and supervised with men of like educa- 
tion and training. Through the research 
laboratories and farms, experiments in 
feeding and research work of all kinds in 
nutrition are conducted continually. 

Each manufacturer, also, has a staff of 
field men who, equipped with the knowl- 
edge of the results obtained through the 
research department and the experimental 
farm work, are able to carry this knowl- 
edge to the feed dealer and the feed con- 
sumer. Attractive pamphlets and book- 
lets are issued on feeding of special types 
of livestock and poultry which are dis- 
tributed by the thousand for the benefit 
and help they may be to those in the con- 
suming end of our industry. The contri- 
bution of the manufacturers to the cause 
of improved nutrition and better feeding 
has been a splendid one. 

Our association members have worked 
honestly to raise the quality of feed, to 
make use of all products—new and old— 


which will raise the standard and cheapen 
the cost to the consumer and our aim is to 
give to the buyer a full dollar’s worth of 
value for each dollar expended. This is, 
of course, in a measure selfish because re- 
peat orders and permanent customers are 
only gained from the ranks of satisfied 
users. Feeds that will produce the results 
claimed always increase business and there 
is no advertisement like a satisfied cus- 
tomer. 
Agricultural Colleges Praised 

Through the years there has developed 
another most important factor in the 
growth of the feed industry and that is 
the agricultural college and experiment 
station. Their objectives are alike and 
parallel to the work being done by the 
manufacturers and they have, particularly 
in the last few years, accomplished much 
in the fields of animal and poultry nutri- 
tion. With their splendid staffs of well 
equipped scientists and instructors, with 
the research and experimental work which 
these men are doing, with the extension 
service which is carrying the results of 
this work to the consumers, they are per- 
forming a fine accomplishment and we pay 
sincere tribute to their genius and indus- 
try. 
Practically all the knowledge we have 
in feed manufacturing has come from the 
colleges. Go into any feed manufactur- 


ers organization and you will find chem- 
ists, research men, laboratory experts, 
sales managers and others who are gradu- 
ates of this that or some other good agri- 
cultural college. We not only draw upon 
the colleges for our supply of trained men 
for use in our work, but we sit at the feet 
of the college specialists and learn from 
them new ideas that we can use to advan- 
tage in our business. I want to state that 
if we can develop as sincere a measure of 
cooperation between the agricultural col- 
leges and the feed manufacturers as we 
have now between the feed control of- 
ficials and ourselves, we shall be more than 
happy and will, indeed, feel that all in 
the industry have been benefitted thereby. 

We in business try to be good sports- 
men. We play the game with all the skill 
which earnest study and practice make 
possible, but we play it as finely and in as 
close accord with the rules and high stand- 
ards as our ability permits. We realize 
that wise legislation is paramount to the 
success of honest business. We must and 
do depend upon the states and the federal 
government to lay down rules for orderly 
competition and consideration of the 
rights of others. We, in our association, 
stand for the purging of rascals and 
crooks just as strongly as you folks do in 
your organization. We depend upon you, 
however, to avoid, in your effort to serve, 
the adoption of obstacles which impair 
the service of industry to the consumer. 
We know that the experienced thinking 
men who guide your organization will 
avoid this. We have confidence in your 
good judgment 


COAST TO COAST 
GRAIN SERVICE © The spirit of the 
season brings to us 
renewed appreciation 
of your good will and 
Nf friendship. May your 
INCORPORATED Christmas be happy 
MINNEAPOLIS, MINN. and success attend all 
761 Chamber of Commerce ‘ 
your efforts in the 
Country Offices New Vear. 
Fairmont, Minn. Sioux Falls, S. Dak. 
Marshall, Minn. Lincoln, Neb. 
Williston, N. Dak. Sac City, Iowa 
e Clo-Trate Cod Liver Oil e 
Terminal Offices Clinton Gluten Feed Malt Sprouts 
ton rm e inseed 
Green Bay New York St. Louis Black Granite Grits Pearl Grits 
Cedar Rapids Seattle Portland, Ore. 
RAD) F GRAIN 
Winnipeg, Man. Montreal, Que. 
Cargil, Incorporated, Seed Division STRATTON-GRAIN CO. 
Box 64, Minneapolis 
MILWAUKEE WISCONSIN 
e406 


THE FEED BAG — December, 1938 


¥ 
| 
| 


vunmor-cw 


il 


2 


RM 


Barrel of Fun 


Fun for the poor and the sick is pro- 
vided each Christmas season by a Minn- 
esota feed dealer. He invites his farm 
and city customers to deposit old toys 
in a large barrel which he provides for 
this purpose inside of his store and just 
before Christmas enlists one of his em- 
ployees to act as Santa Claus and distri- 
bute the gifts. Several odds and ends are 
also contributed by the dealer himself and 
other merchants so that there are many 
new among the old presents. The stunt 
has served to build an immeasurable 
amount of good will and customers are 
more than glad to cooperate in suggesting 
names of poor families who would appre- 
ciate the gifts. 


Bargain Tree 


Many items which had been burdening 
a Kentucky dealer’s shelves were convert- 
ed into cash as the result of a stunt 
which he used. He decorated a Christmas 
tree and stood it up on a large counter in 
the center of his store. Under the tree he 
scattered numerous items. A sign on the 
counter read, “Offered to You as a Gift 
at Only 49 Cents”. The idea really attract- 
ed customers and brought the dealer a 
nice income from stock that was other- 
wise intended to be offered at a much 
bigger sacrifice. 


Santa Welcome 


While it wouldn’t be exactly good eti- 
quette for a feed dealer to stand in front 
of his store and motion customers to come 
into his store, there is nothing objection- 
able about having a mechanical Santa 
Claus do it. So reasoned a Missouri feed 
merchant who arranged with his local 
garage mechanic to build a contrivance 
that would provide the necessary action. 
When completed it was a model of Santa 
Claus who bowed his head and motioned 
persons into the doorway. Many succumb- 
ed to his jovial invitation to enter and 
once inside few departed without making 
a purchase. When the store closed for 
the night the mechanical Santa kept up 
his task of welcoming in a lighted display 
window. 


Live Flashlight 


A Wisconsin dealer last Christmas pur- 
chased a large lot of flashlights to give 
away as premiums with every purchase of 

- $10.00 or more. In addition to advertising 
the idea extensively in his local newspaper 
and by direct mail he placed one of the 
flashlights in the window so that it could 
be turned on by pressing a button from 
the outside. The beam of light in the 
darkened display revealed a bag of feed 
with a placard reading, “This Flashlight 
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Free With Every $10.00 Purchase of 
Blank Poultry Mashes”. To say that the 
farm and city kids went wild over the 
idea is putting it mildly. And the stunt 
really sold enough feed to make the cost 
of the flashlights a mere farthing. 


with one stone: 


York World’s Fair. 


Wayne is giving SEVEN free trips to Cleve- 
land or New York to feed dealers and hatch- 


_ with All Expenses Paid’ 


Window Lighting 

A Christmas color effect and action 
which attracted attention was used by a 
New Jersey feed dealer who had a series 
of electric bulbs installed in his display 
windows. The arrangement was such that 
the lights would flash intermittently red 
and green. Feeds and other items on dis- 
play thus appeared in different colored 
surroundings and had more appeal than if 
viewed under an ordinary white light. 


@ LUNSFORD & WOOTON, feed and 
grain dealers, Petersburg, W. Va., were 
recently robbed of $450.00 in cash by 


two negroes who were later arrested and 
confessed to the theft. 


Hiere’s your chance to kill two birds 

(1) Increase your starter 
sales, and build up extra feed business 
throughout the season (2) Win a FREE TRIP 
to the World’s Poultry Congress, or the New 


erymen who assist in conducting the Wayne 


All-American Baby Chick Poll. 


Furthermore, Wayne is giving seven additional free trips, to poultry- 
men themselves, in this big promotion which is designed to build business 


for Wayne dealers in 1939. 


- « « And don’t forget the Third 
Annual Wayne Chick Growing 
Derby, with $5,000.00 in merchan- 


dise prizes, 


have for feed dealers. 
Name 


Service Dept., Allied Mills, Inc., Fort Wayne, Indiana 
I would like to know about the FREE TRIPS to New |ucg fe) 
York and Cleveland, and the other sales promotions you PF 4 STARTER...” 


post CHICK 


Address. 


IN YOUR FEED STORE a 
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“STOCK Us Today-- 
SELL Us Tomorrow” 


RYDE’S Cream Calf Meal 
For Healthier Calves 


This famous meal is 
=¥) steam cooked to aid 
digestion and lessen 
danger of scours. 
Users actually save 
up to 4 on feeding 
costs. It’s the meal 
to stock for fast 
turnover. 


RYDE’S Cream Calf Flakes 
New Way of Dry Feeding 
Made with the same quality ingre- 
dients and same process as the meal 
only flaked for better dry feeding. 
RYDE’S 
Nutritive Minerals 


For Growth and Production 


Contains calcium from cooked and 


ground egg shells plus other essen- 
tial minerals. 


Write for details 


RYDE & COMPANY 


5425 W. Roosevelt Road., Chicago, IIl. 


ANNOUNCE DRY MOLASSES 


VyLactos Laboratories, Des Moines, 
Ia., has introduced on the market a dry 
molasses in flaky form. The product is 
the result of years of experimentation and 
will be sold under the trade name “Oma- 
lass.” It is said to contain the same pro- 
portions of sugars (48 to 50 per cent) that 
is found in liquid molasses. It is also said 
to contain an abundance of water soluble 
vitamins B and G. The manufacturers 
claim a money-back guarantee against the 
product reverting back to liquid molasses 
or becoming sticky. 


Patience Plus 


The enthusiastic and patient fisherman 
who casts in vain all day under a blazing 
sun has nothing on Herbert K. Clofine, 
well known distributor of dried milk prod- 
ucts at Philadelphia, Pa. 

Mr. Clofine recently went to Beach 
Haven, N. J., intent upon landing some 
of the monsters that inhabit the seas. For 
almost 40 hours he stood on the cold 
shore and battled the icy breezes of the 
Atlantic. 

What was the catch? Plenty of fresh 
air—and numerous little sharks! A less 
persevering fisherman might have conclud- 
ed this ordeal by making a bonfire of his 
paraphernalia but not Mr. Clofine. He’s 
going back to the same beach before long 
and, if necessary, will remain another 40 
hours until he lands that big one. 


© POULTRY GRIT 


Quick Service — 


Quality ¢ Service ¢ Economy 


For Over 25 Years 


® CALCIUM CARBONATE 


© AGRICULTURAL LIMESTONE 
Straight or Mixed Cars 
WRITE 


Waukesha Products Corp. © Waukesha, Wis. 


© IODIZED CALCIUM 
BARNLIME 


FEED MIXING 


TANK CARS - DRUMS 


Clifford Carpenter Added 
To Allied Mills Staff 


Clifford D. Carpenter, University of 
Kentucky, has been appointed patholo- 
gist of the educational department of 
Allied Mills, Inc., Fort Wayne, Ind. He 
assumed his new duties November 15. 

Dr. Carpenter is widely known in the 
poultry industry, 
having traveled ex- 
tensively, investigat- 
ing field conditions 
and lecturing to 
poultry groups. He 
was born and reared 
on a farm in New 
York state and grad- 
uated from Cornell 
university in 1920 
after which he serv- 
ed as an instructor 
in bacteriology and 
pathology there. 

He served later for the University of 
California experiment station in poultry 
disease investigation, leaving there in 1923 


Cc. D. CARPENTER 


_ to establish a private poultry disease lab- 


oratory. From 1935 to 1937 he was direc- 
tor of the poultry division of an eastern 
laboratory, and for the past year was 
engaged in research work at the Univer- 
sity of Kentucky. 

In his new connection Dr. Carpenter 
will be closely associated with many other 
well known poultry authorities now serv- 
ing on the nutrition staff for Allied Mills, 
Inc. 


Are YOUR Customers 
Having ‘Lay-bor’ Trouble 
with Their Hens ? 


@ YOU know that when hens don’t lay well 
at this time of year it’s often because worms 
are preventing them from proper digestion and 
assimilation of feed. 


When customers complain of such “lay-bor’’ 
trouble, recommend Dr. Salsbury’s Avi-Tone— 
the ideal flock treatment for large round worms 
(ascaridia), cecal (pin) worms and capillaria 
worms. 


Tell customers, too, that Avi-Tone is excellent 
for flocks in molt. 


Stock up now! Display Avi-Tone, and recom- 


mend it to all your customers. Dr. Salsbury’s 
Laboratories, Charles City, Ia. 


DR. SALSBURY’S 


SAVI-TONE 


The Ideal Flock Wormer 
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MICHIGAN 


Elsie elevator, Elsie, was destroyed by 
fire November 15 with a loss estimated 
at $50,000. William Smith is manager. 


John H. Kotvis and Nicholas Krom- 
been have filed papers to operate the Van- 
driele & Co. flour and feed store, Grand 
Rapids, as a partnership. 

8-Mile feed store, Royal Oak, was de- 
stroyed by fire November 10 with a loss 
estimated at $2,000. 

Miller & Son, Arthur, have completed 
an addition to their feed mill and have 
installed a cleaner, scale and elevator legs 
driven by electric nower. 

Alma Roller Mills, Alma, is completely 
remodeling the Harris Milling Co. plant 
Mt. Pleasant, and is installing new equip- 
ment consisting of an attrition mill, a 
truck dump, feed mixer, dust house and a 
new covered drive. 

Farm Produce Co., Cass City, is re- 
modeling its feed mill and is installing a 
hammer mill, crusher, feeder, magnetic 
separator, feed mixer, corn sheller and an 
elevator head drive. 

Elkton Elevator Co. Elkton, has added 
a completely equipped feed mill to its 
plant. 

Ida Farbers Cooperative Elevator Co., 
Ida, has completed the construction of a 
concrete block warehouse. 

Michigan Bean Co. has begun construc- 
tion on a new elevator at Merrill to re- 
place the one recently destroyed by fire. 

Harry Harper has purchased the Web- 
ster elevator, North Branch, and is in- 
stalling new equipment. 


The fellows 
who are “but- 
termilk wise” 
demand 

“ SUPREME ” 

Brand 

because it is the GENUINE article— 
nothing added to it, nothing taken 
away. It is always purer, fresher and 
more uniform — always the same, 
whether you buy it today, next month 
or next year. 


Because “SUPREME” is sold by the 
largest independent distributor of Con- 
densed Buttermilk in the East, you get 
the advantage of REAL SAVINGS. 
Always insist on “SUPREME” — the 
GENUINE Creamery Buttermilk that 
is wholesome, tasty and health-building 
to all poultry and livestock. 


“THE GENUINE IN THE 
CONDENSED YELLOW 
BUTTERMILK BARREL” 


Address Dept. C 


| Bulletin Building Philadelptia, Pa 
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Congratulations, Armour Feed Dealers... 
YOU'VE DONE A SWELL JOB 


WW: checked up and here’s what 
we found ... you dealers who 
feature Armour’s Supplementary 
Feeds do a bigger year-round bus- 
iness than the average of all the 
other feed dealers in the country! 

Of course, it’s what you would 
expect ... Stock men have found 
that they can put their stock in 
market shape quicker ... put sound 
flesh and fine finish on their animals 
every time... with Armour’s 
Supplementary Feeds. 

That’s why we say that you’re sav- 
ing money for every customer you 
sell Armour’s Supplementary Feeds. 

You feed dealers who haven't 

For further information about these products, 


write the Animal Feeds Department, Armour 
and Company, U. S. Yards, Chicago, Illinois 


ARMOUR and COMPANY 


switched to the Armour line yet will 
find that Armour’s will do a bigger 
job for you, too. Switch to Armour’s 
and watch your store become the 
“shopping center” for feed buyers 
in your district. 


THE TWO BIG YEAR-’ROUND 
MONEY - MAKERS : 


Armour’s Digester Tankage 
A highly-digestible, palatable sup- 
plementary feed that’s loaded with 
meat- building protein. It’s a fast- 
moving profit-maker for you. 


Armour’s Meat and Bone Scraps 
A fast money-maker that will 
put dairies and chicken farms on 
a peak production basis in record 
time. Satisfied customers will make 
it a year-round volume item. 


Merry Christmas 


MEAT SCRAPS 


From us to you go sincere wishes 
for a Very Merry Christmas and a 
Happy and Prosperous New Year. 
Your patronage and friendship has 
been deeply appreciated. 


‘@ Milwaukee Tallow & Grease Co. 
131 S. 7th St. JOE FREE, Manager 


DEUTSCH & SICKERT Co. 
MILWAUKEE, WIS. 


Milwaukee 


DISTRIBUTORS 


SPRINGFIELD, OHIO 


A new feed mixer with all latest improvements. 
Noiseless and fast. Sturdy and efficient. Get 
our new low price. Write today for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 


FEED MIXER... 


™ BUTTERMILK BILL 1 | 7 
100 LBS NET 
‘ 
} 
~\ 
b ] 
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QUALITY FLOUR 


for a 


QUALITY TRADE 


GIRL 


OFFICES: 
CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


as 


MINNESOTA GOOD BREAD 


FLOUR 


ALSO A FULL LINE OF MILLFEEDS 


WRITE OR WIRE FOR QUOTATIONS 


¢ CAPITAL FLOUR MILLS, Inc. 


MILLS 
ST. PAUL, MINN 


STEADY 
PROFITS 


HTH-15) 


DAIRY & POULTRY fim 


SANITATION 


HTH-15 is Safer .. 
Easier to Use and 
More Economical 


@ These reasons plus its record of effective- 
ness have made HTH-15 a best seller every- 
where for better dairy and poultry sanitation. 


How HTH-15 is Used 

Being a free-flowing powder HTH-15 has 
many uses as a dry “‘dust’’ as well as in solu- 
tion with water. Poultrymen dust birds to 
guard against respiratory diseases. It is used 
to kill germs in drinking water, and HTH-15 
solutions make economical sprays for disin- 
fecting incubators, brooders, poultry houses 
and equipment. 


See Dairymen use HTH-15 solutions to 


sterilize all dairy equipment. They pre- 
fer it because it keeps bacteria counts 
lower and is harmless to dairy metals. 
And there’s no loss from lumping, freez- 
ing or container breakage. 

HTH-15 comes in two popular sizes 
with a handy measuring spoon packed 
in each can. Write for full money- 
making particulars. 


_) THE MATHIESON ALKALI WORKS (Inc.) 
— sis 60 E. 42nd St. e New York 


DAISY 
FEED MIXER 
8.8. HOWELL & co. 


MINNEAPOLIS, Minn. 


The finest batch mixers on the market. 
Horizontal type. Capacity 14 to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
loading hopper. Motor or belt drive. 
Write us for complete information and 
low factory-to-user prices. 


R. R. HOWELL Co. 
2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 
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New Research Laboratory 
Under Construction 


Eff Laboratories, Inc., Cleveland, Ohio, 
producers of carotene products, recently 
started construction of their new research 
laboratories on a three-ace plot adjacent to 
their present plant. Constructed of brick 
and steel the new building will make avail- 


New Eff Laboratories plant 


able four times as much floor space as 
at present. The structure will contain a 
large scientific library, a general labora- 
tory with seven private laboratoies de- 
voted to organic synthesis, bacteriological 
research and physical measurement. Com- 
plete photographic facilities will also be 
available. The ground floor will contain 
air conditioned biological and veterinary 
laboratories for assays and feedings tests 
with all types of animals. The building 
is expected to be ready for occupancy in 
60 days. 


@ WAVERLY HATCHERY and feed 
store, Waverly, Ohio, has added equip- 
ment to its plant and remodeled it. A 
grand opening was held November 19. 
Mrs. M. L. Spriggs is manager. 


IDENTIFY YOUR FEED 
il Ceavta the 


OUR advertisement on Universal 

Cardboard Feeders will stay with 

your feed while it is in use. 
Every time a feeder is filled the poul- 
try raiser sees your ad—every time he 
looks at his chicks your name is seen. 
More than 6,000 dealers are using 
Universal Feeders to stimulate sales. 
Tests have proven that chicks will eat 
more of your feed from Universal 
Feeders than from other types. Sani- 
tary—less contamination— they enable 
your customers to receive best results 
from your feed. Your customers’ 
chicks do better when they have more 
good feeding space. One thousand 
feeders, with your advertisement, can 
be purchased for $38. Dealers report 
their customers ask for them. 

Write Today for Full Information 


Gene 


rat CO.,INC. 
NEWTON, KANSAS 
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NAME HERE 

| 
DAISY BATCH FEED MIXERS 
= 


Working With 4-H Clubs 
Pays Good Dividends 


(Continued from Page Twenty-three) 


They have gained another customer. In 
connection with this feeding, I think it 
best to keep records at retail price so the 
customers may better realize the results 
in figures that they must pay.” 

One of the rules of Holland Mills is to 
never antagonize the customer in his 
choice of feeds. If he thinks that his own 
products will make a feed of sufficient 
quality for his needs, get his grinding and 
mixing business and concentrate on selling 
him a supplement that will raise the qual- 
ity of his feed. Not many feeders are im- 
mune to buying the supplement when 
confronted with actual analysis. For these, 
and there are many, Mr. Wellman has a 
¥-ton mixer and he always keeps a supply 
of the various supplements his customers 
may want. 

In addition to the general line of live- 
stock feeds, Mr. Wellman also carries 
dog food of his commercial brand. Hilly 
country makes fox chasing an ideal sport 
and the dog lovers of the surrounding 
territory think nothing is too good for 
their hounds. 


@ ROYCE DORSEY, Dorsey Grain Co., 
Fort Worth, Tex., went out again this fall 
in pursuit of the elusive deer. Friends be- 
lieve his luck was poor since as yet he has 
not produced any evidence of a “kill”— 
photographically or vocally. 


EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 
Experienced buyer and manager wants new 
connection as traveling representative or district 
manager. Well acquainted with feed trade in 
northeastern states. Refer to No. 1180, The Feed 
Bag, Milwaukee, Wis. 


Mill man—Experienced in production of all 
types milk products. Capable and responsible. 
Thoroughly acquainted with mill-wright work. 
Refer to No. 1181, The Feed Bag, Milwaukee, Wis. 


Poultry Serviceman or Salesman—Southwest 
territory preferred. Salary or commission. Five 
years’ experience as hatchery supervisor. Good 
references. Age 36, married, 3 children. Refer to 
No. 1208, The Feed Bag, Milwaukee, Wis. 


POSITIONS AVAILABLE 

Manager or Assistant Manager—Undersigned 
would like to correspond with manager or assist- 
.ant manager of yard handling lumber, building 
material, feed, coal and buying grain. Person 
may be now employed by some cooperative ; must 
be young, have good personality, hard worker, 
profit minded and accustomed to stiff competi- 
tion. All replies confidential. Refer to No. 910A, 
c/o The Feed Bag, Milwaukee, Wis. 


Feed Salesman who has feed dealer and eleva- 
tor acquaintance in Central Ohio territory. This 
is one of the fastest growing Feed concerns mak- 
ing complete line of Feeds and Concentrates, 
including pellets. Give complete information 
about yourself. Replies strictly confidential. 
a No. 1081A, c/o The Feed Bag, Milwau- 

ee, Wis. 


Salesman wanted—Well acquainted with flour 
and feed manufacturers to sell bags. Give full 
details in first letter. Refer to No. 1218A, c/o 
The Feed Bag, Milwaukee, Wis. 


Salesman — Opening for man interested in 
handling well-known product as side line in 
northeastern Wisconsin and Michigan. Product on 
market 25 years and second to none in quality. 
Good opportunity for right man. Send complete 
information in first letter. Refer to No. 1228A, 
c/o The Feed Bag, Milwaukee, Wis. 
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An intimately blended and milled combination of 
90% Potassium Iodide U.S.P. with Calcium Carbon- 
ate and Calcium Oxide. Protected by U. S. Patent. 
A stable, very finely divided Powder, bulky and free 
running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 
Write for Sample and Circular 
CHAS. PFIZER & CO., Inc. 
NEW YORK: 83 Maiden Lane CHICAGO: 446 W. Grand Ave. 


A Profitable Feed to Handle 


® You can make Buffalo Sweetened the basis 
of your registered rations or sell it to feeders 
as a protein supplement for their home- 
grown grains. Either way, Buffalo Sweetened 
=helps the feeder to make milk, beef, pork 
and eggs economically, because Buffalo 
3 Sweetened is a productive but low- 
priced ingredient. 

@ 20% protein — highly digestible — palat- 
able — contains Dextrose, the food-energy 
sugar. 


e CORN PRODUCTS SALES CO., New York, Chicago, Kansas City 


BUFFALO SWEETENED 


THE GENERAL UTILITY, ALL-CORN CONCENTRATE 


100 PouNDS NET 


SWEETENED 


20% Protein Guaranteed 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


@ 
Bran and Middlings 
—Higher in Protein— 
TENNANT & HoyT Co. 


LAKE CITY, MINN. 


e456 


| | 
| 
&, 
olde 
B loaf 
Lou 


BAGS 


USED 


BURLAP 


ALL BAGS VACUUM CLEANED 


INDIVIDUALITY 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


When in the Market: 


For Poultry WheatmFeed Oats— 
Wheaty Barley — Feed Barley — 


Corn — Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


INDIANA 


Sunshine feed store, Greenfield, held a 
Thanksgiving party November 10, which 
was attended by more than 200 customers 
and friends. A turkey was given as a 
door award. 

Miller Grain Co., Greencastle, held a 
grand opening for its new feed store No- 
vember 13 to 19 and in conjunction cele- 
brated its 20th anniversary. 

McCarter hatchery and feed store, 
Pierceton, has remodeled the “old feed 
mill” on the east side of town and install- 
ed new machinery. A mixing and grind- 
ing plant will be operated. The hatchery 
and feed store will remain in their pres- 
ent location. 

Kermit Cross, Farmers Elevator, Oak- 
ville, is building a feed room and ware- 
house and is installing a feed mixer and 
grinder. 

Poseyville Grain & Feed Co., Poseyville, 
has installed a new seed and grain clean- 
er. Nicholas Reising is manager. 

Elmer Strohmier, owner of the Stroh- 
mier feed market and hatchery, Brook- 
ville, held a grand opening in his new lo- 
cation in the Robinson building, Novem- 
ber 26. 

W. Miles Adcock is planning to build a 
new and modern feed mill at Charlestown. 

Mooreland Grain Co., Mooreland, has 
installed a new hammermill equipped with 
a magnetic separator and drag feeder. 

Ray Duncan has purchased an interest 
in the Glass Roller Mills, Rising Sun, and 
will assist Edward Glass in the operation 
of the business. 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS e 
CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


Distributors of: 
C-A WOOD PRESERVER SUNSET BRAND FEED 


(Carbolineum America) (an exclusively milk product) 


Pure, honest, anthracene oil. High in flavin, milk albumen, 

The most permanent poultry and milk minerals. 

mite preventative known. 
_ The only carbolineum guar- 

anteed by affidavit. 


CLO-TRATE 


Cod Liver Oil fortified in 
vitamins A and D. 


WRITE US FOR FURTHER INFORMATION 


* FOR ACCURATE, DEPENDABLE, 
ECONOMICAL VITAMIN A »»> D CONTENT IN FEEDS 


F Pecos Valley Alfalfa Mil 


Hagerman, N.M. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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ILLINOIS 

Stewart feed mill, formerly located on 
South Capitol avenue, Mt. Sterling, has 
moved to a new location in the old cheese 
factory building on West North street. 

Paul Garner has opened a feed cream 
and poultry station at Pittsfield. 

E. H. Bills has resigned as manager of 
the Macoupin Feed Co., Carlinville. 

Louis Stout has purchased the Lawrence 
Comming feed store and cream station, 
Buncombe. 

Kelly Seed & Warehouse Co. plant, San 
Jose, was badly damaged by fire Novem- 
ber 3. 

Farmers Feed & Supply Co., with stores 
at Havana, Ipava, Table Grove and Cuba, 
served a turkey dinner to its employees at 
the Riverside club house Havana, Novem- 


ber 18. 
host. 

Farmers Grain Co., Adair, has installed 
a new 15-ton truck scale. 

John Bridson who recently purchased 
the Thawville Farmers Grain Co., Thaw- 
ville, took possession, November 1. 

James McKinley has resigned as man- 
ager of the Farmers Cooperative Eleva- 
tor Co., Marissa, and will retire. Gilbert 
McKinley, his nephew, has taken over the 
position. 

Ezra Stoller has been appointed as new 
manager of the Gridley Milling Co. Grid- 
ley. 

Pontiac Farmers Grain Co., Pontiac, is 
equipping its plant with electric power 
motors and equipment. 


C. O. Snedeker, manager, was 


FOND DU LAC 


NO-MILK CALF Foop 


Farmers have raised better calves and hogs on No- 
Milk Calf Food for the past 54 years. It is handled 
by more than 1100 dealers who have found No-Milk 
a constant source of profit through satisfied customers. 
You, too, can cash in on the popularity of No-Milk. 
Write today for full information and prices. 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Prop. 


WISCONSIN 


SYSTEM J 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 
Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 


SWIFT & COMPANY 
SOY BEAN MILL 


CHAMPAIGN, ILLINOIS 


Manufacturers of 


SWIFT'S 
SOY BEAN OIL 
MEAL 


Pure old 
process 41% 
protein 
guaranteed 


Phone 
Write 
Wire 

For Prices 


MILLERS! 


TIE YOUR OWN 
BRAND TO THIS 
NATIONALLY 
ADVERTISED 
TRADE-MARK 


© The Yeast Foam System 
plan is ready! Write us for 
complete details on this for- 
mula and merchandising 
service. Let it help you 
with your feed sales prob- 
Desirable territories 
Don’t let 
your competitor get in 


ahead of you! Write today! 


lem. 
are still open! 


NORTHWESTERN 
YEAST COMPANY 


DEPT. FB 


1750 N. Ashland Ave. 
CHICAGO 


SAVE? 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 


MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 
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CLASSIFIED 


Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. Figure approximately 
seven average words per line. 


HAMMER MILL FOR SALE 
Has 30 h.p. motor—used only short time. Like 
new. Bargain for cash. Write MM-116, c/o The 
Feed Bag, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o The Feed Bag, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o The Feed Bag, Milwaukee, Wis. 


MORE EGGS FROM HEALTHY HENS 
Universal Yeast in your laying mashes keeps 
the laying flocks healthy, increases production. 
Yeast is rich in vitamins B and G, and digestive 
enzymes. Write for information. 
RICE LABORATORIES 


Dassel Minnesota 
“HOW TO INCREASE YOUR PROFITS!” 
Sell the 7-7 of chicken mite killer recom- 

mended in U. Farm Bulletins and most State 

Experimental Sian It’s a money maker and 

repeater. 

C-A WOOD PRESERVER COMPANY 
6624 Delmar Blvd., St. Louis, Mo. 


CONNECTION WANTED 

Man with 15 years experience as broker in 
feedstuffs desires connection with feed mill or 
jobber. Willing to invest in partnership or take 
two year lease on feed store with option to buy. 
Illinois or neighboring state location preferred. 
Write SO-118, c/o The Feed Bag, Milwaukee, 

is. 


BAG SALESMAN 
Feed and Flour Manufacturers following. Have 
attractive proposition for right party. Give full 
details. Write BWB-12, c/o The Feed Bag, Mil- 
waukee, Wis. 


SALESMAN WANTED 
Ideal side line for salesman selling elevators 
and feed stores in northeastern Wisconsin and 
Michigan. Products sold 25 years and are second 
to none in quality. Permanent money-maker for 
the right man. Give complete information. Write 
P.O. Box 483, Waukesha, Wis. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 
Maney Bros. Mill and Elevator Co. 
MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us ed Li if — 
Either prompt or “Erg inseed Meal. 
Save Money. “Stand by S 


A. STANCHFIELD & Co. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


@ W. H. HARRIS, Toledo, has purchased 
the flour and grist mill at Milford Center, 
Ohio. The property was sold at admin- 
istrator’s sale. 


DAVE and MAX SCHUSTER 


Wish You a 
Merry Christmas 
and a 


Happy and 
Prosperous 
New Year Py 


CAPE COD INN 


@ Specializing in SEA FOOD, DELICACIES, STEAKS, CHOPS @ 


Grain & Stock Exchange 


.«.. Milwaukee 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
“GOOD. 


CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


«FOR FEED CALL” 


“Stormy” 


IOWA FEED CORP. 
Phone 45177 Des Moines, Iowa 


98% CALCIUM CARBONATE 


available in many forms to fit your formulas— 
REGULAR, FREE-FLOWING, IODIZED, MANGANESED 
ALSO IODIZED and MANGANESED 
Write for Samples and Prices! 


THE CALCIUM CARBONATE CoO. 
41 East Ohio Street Chicago, Illinois 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since 
Merchants Exchange 


t. Louis, Mo. 
Board of Trade Bldg. 


Kansas City, Mo. 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 
North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


GIBSON BLDG. 


SOYBEAN OIL MEAL 


FERNEAU GRAIN COMPANY 


BLANCHESTER, OHIO 


FOR 


SOYBEAN MEAL 


ae 


LINSEED MEAL 
FEED INGREDIENTS 


TRY US FIRST 


Waterloo Mills Company 


WATERLOO, IOWA 


Easy Payment Plan 
Starts You NOW! 


Increas@ profits by mixing 
your own brand of feeds 
from locally grown grains, 
adding the necessary sup- 
plements. Or . . . prepare 
vagal feeds for your own 

cost. Your 
“GIANT WHIRLWIND” 
will pay = itself 


special introductory 
offer and easy payment plan. 


Brower Mfg.Co. 


Box 2721, Quincy, Ill. 


Cf Yess 
ETTER RINTING 
435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications | 


CHICK MANGANESE 
in Feed Stops PEROSIS 


@ Add Chick 
Manganese to 
mashes you 
mix and sell. 
Stock Chick 
Manganese for 
those who mix 
their own. It’s 
the anti-pero- 
sis element ab- 
solutely needed in all growing and 
breeding mashes to prevent Perosis, 
Short Legs, Short Wings, Parrot Beak. 
Write for free bulletin and prices. 


CARUS CHEMICAL CO., Box FB-5, La Salle, Ill. 
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Commercial Feeds Boosted 
By Consumers’ Guide 


(Continued from Page Thirty-one) 


from the feed laws and incorporated into 
their law a brand registration fee by which 
they pay for the cost of maintaining a 
state food and drug administration. 

“But there are larger lessons in the 
feed laws than the one on how to finance 
food and drug laws. Beginning at the 
top of the alphabet, ‘A’ stands for Aware- 
ness. Not until farmers became aware of 
their interests as producers were they able 
to get their producer laws passed. Going 
down the alphabet, ‘B’ stands for Benefits. 
When farmers, feed control officials, and 
feed manufacturers all understood that ef- 
fective enforcement benefitted them all, 
opposition to the laws ceased. Finally in 
this alphabet, ‘C’ stands for Coordination; 
coordination between state and federal 
agencies. Feed law effectiveness depends 
in a large degree on the existence of a 
federal law as well as state laws. The two 
kinds of laws together join jurisdiction 
so neatly that there is no middle uncov- 
ered area where law evaders can seek 
sanctuary from both federal and state 
laws. 


@ FRANK DEMAY has purchased the 
Folk Bros. feed mill, Cheffield, Ill., and 
is operating it under his own name., 

@ FRED BAILEY, formerly associated 
with the Galva Zipper feed store, Galva, 
Ill., has opened a store of his own in that 
town. 


MYLES 
SALT 


A Grade for Every Need 


specify 
Myles Farmers’ Salt 


and 


Myles 
“Stocklik” Blocks 


Myles Salt Company, Ltd. 


New Orleans, Louisiana 


CHICAGO OFFICE ADDRESS 
Room 1704 360 Michigan Ave. 


PROFIT SIGN 
FOR YOU 


The famous Blatchford 
Calf trade-mark means 
quality and dependabil- 
ity to your customers. 
That means easier sales 
and fair profit for you! 
And now you get double 
dividends from Blatch- 
ford Profit-Sharing Cer- 
tificates when you sell 
Blatchford Calf Meal, 
Calf Pellets, and Vita- 
dine. Ask your distri- 
butor—or write. 


Blatchford Calf Meal Co. 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

@® WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@® REGROUND OAT FEED 
@ OAT GROAT FLOUR 

@® PULVERIZED OATS 


Des Moines Oat Products 
Company 
DES MOINES, IOWA 


ISH MEAL... 


STRUVEN CAN SUPPLY 


© 58/60% Jap Sardine Meal ® 55/60% Menhaden Meal 


® 65% Vacuum Dried White Fish Meal 


© 67% Pilchard Meal 


® 65% California Sardine Meal 


QUALITY—SERVICE—PRICE 


For Quotations, Wire— 


The CHAS. M. STRUVEN COMPANY 


410 National Marine Bank Bldg. 


Baltimore, Maryland 


Growers of 


85 varieties... 


Field and Sweet CORN 
and Seed Corn Hybrids 
oa&M 
Swedish Type — Victories 
Columbia Gray 
SEED OATS 
GARDEN SEED 


Write today for descriptive catalog 


the MJSEED Co. 


GROWERS 
GREEN SPRINGS, OHIO. 
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BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound 
for pound—And it makes every feeding material used 
more palatable. When you use “Manard Quality” Black- 
strap you get extra nutritive value in your feeds as 
“Manard Quality” contains about 1% less moisture and 
1% more solids than “Standard” Blackstrap. 


JOHN MANARD MOLASSES COMPANY 
New Orleans 
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RIEBS VIEW 


Vol. 6, No. 12. 


December, 1938 Milwaukee, Wis. 


The Riehs Co. Zxtends 
to You and Uours Mast 
Cordial Wishes for A 
Very Merry Christmas 
and a Uear .... 
Abomding in Health, 
Wealth and Happiness. 


DRIED 


SKIM MILK 


DRIED ° 


BUTTERMILK 


You can depend on us to 
live up to our reputation as 


“The Milk Man of the North- 


” 


west.” Complete stocks on 
hand at all times. 


PROMPT AND FUTURE SHIPMENTS 


LA BUDDE FEED & GRAIN Co. 


741 N. Milwaukee St., Milwaukee, Wis. 


MICHIGAN BOULEVARD 


= 


@ The pulse of the city Michigan Boulevard 
Chicago works ae to the tune of its 
wry thythmic hum In the most convenient location 

Zen this famous thoroughfare, Hotel Auditorium 
provides spacious pleasant rooms, excellent 


service and superb cuisine, at reasonable rates. 


wee WITH BATH From $950 


WITHOUT BATH 
From 


MINK, Manager 


MY, MICHIGAN AT CONGRESS 


AUDITORIUM 


N Slotel Location 


32nd. & BROADWAY 


Manager 
al Week 
Rates toNe 
eal. 
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| a if Hotel Imperial is just astep trom Fifth Avenue Shops 
i Department Stores-Empire State Building-Subways~ 
& Buses~Theatres. In fact, at the shortest distance to all 
, “| points of interest in New York — plus genuine comr 
ar fh fort and real economy. 
00 ROOMS | 
With BATH 3. 
e506 


FORTIFIED 
in Vitamins A AND D 
for Poultry and Live Stock 


WOT USP- YELLOW MAK FFA 14 


CLO-TRATE 


CLO-TRATE is guaranteed to contain not 
less than 3000 U.S.P. units of vitamin A 
and 400 chick units of vitamin D per gram. 
And every batch is tested on both chicks 
and rats before shipment. 


Flying “Blind” 


But the transport pilot is confident of his safety, for he has faith 
in the dependability of his plane and its equipment. 


At times it may be necessary for the feed manufacturer, also, to 
accept some things on faith. He has means for checking the 
quality of many ingredients used in his feeds, but usually this 
does not apply to oils used for vitamin A and D fortification. 
He is apt to accept the guarantee of the producer. It is particu- 
larly important that this guarantee means what it says and be 
backed up by dependable tests. Faith in the integrity of the 
supplier is essential. 


When adding vitamins A and D to your feeds, you can use CLO- 
TRATE with the utmost confidence. For every manufacturing 
process and laboratory test is performed with exacting care and 
thoroughness by one of the world’s largest manufacturers of 
vitamin products. 

CLO-TRATE provides dependable vita- 

min A and D fortification for your feeds. 


WHITE LABORATORIES, INC. 


Manufacturers of Vitamin Products 


NEWARK NEW JERSEY 
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Take Cidvantage 
ting Midas Mixed Car Cewwice 


KING MIDAS Flour 
CLOVERLEAF Pure Bran 

SNOWBALL Flour Middlings 
PICKAWAY Poultry Mashes 
PICKAWAY Scratch Feeds 
HOLSUM Dairy Rations 

HOLSUM Calf Meal 

HOLSUM Hog Rations 
Grain 
Mixed Feeds 


Concentrates 


Miscellaneous Items 


ye can have the complete line of KING MIDAS 

feeds and miscellaneous items manufactured in 
our own new plant at Minneapolis in mixed cars with 
KING MIDAS flour. The recognized KING MIDAS 
high quality standard is maintained throughout our 
feed line. Increase your profits by securing all your 


flour and feed in one mixed car. It’s easy to sell 


= KING MIDAS flour and feeds. KING MIDAS qual- 
tartans ity always pleases the user and KING MIDAS policy 
protects the independent dealer. 

THE GOLDEN TOUCH 

KING MIDAS FLOUR 


MINNEAPOLIS, MINNESOTA. 
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